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Are payroll dollars 


working only part-time? 


Let the 
Continental Illinois Bank 
help with your training program 


Many of our correspondents use our 
education and training films and other 
visual material to supplement their own 
programs for developing the talents of 
their staff. This material covers a wide 
range of subjects including: 


Using letters effectively 

Using the telephone effectively 
Dealing with customers in person 
Handling the customer’s business 
Managerial education and training 
Increasing job efficiency 





We shall be glad to share this material 
with you, and to work with you in fit- 
ting it to your needs. Your inquiries 
are invited. 





Continental Illinois National Bank 
and Trust Company of Chicago 


LaSalle, Jackson, Clark and Quincy Streets 


LOCK BOX H, CHICAGO 90, ILLINOIS 
Member Federai Deposit Insurance Corporation 





Wherever your customers go—across the 
state or around the globe—you can always 
be sure they will feel safe and at home with 
American Express Travelers Cheques. For 
these Travelers Cheques are constant re- 
minders of your bank's service at its best! 


The Most Honored Cheques 
in the World 


Through more than 60 years of service to 
the public, backed by vigorous promotion 
and national advertising, American Express 
Travelers Cheques have always been the 
best-known cheques by far . . . instantly 
recognized and accepted ina million places 
in this country and all over the world. 


Spendable anywhere, anytime, they're 
100% safe, easiest to cash! 


Exclusive Plus Services 


Think of the extra services available only 
through American Express! Every one of 
more than 200 offices in the United States 
and abroad becomes a “service station” for 
your customers — providing willing assist- 
ance for any travel problem. In case of loss 
or theft, when speed counts most, a quick 
refund or financial help is given with the 
same degree of courtesy your customers 
find at your bank. Doesn't all this add up 
to greater customer satisfaction? 


AMERICAN EXPRESS 
TRAVELERS CHEQUES 


THE MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! — 














8-mm Photography on 16-mm film 


High reduction ratio (37-1) ” 
Two film types on one camera 4 i 
Fast automatic or hand feeding is 
Maximum document width “ 
Choice of three film patterns . 


Automatic safety shutter 


Special time- and error- 
saving controls 








HIGH-SPEED BELL & HOWELL! 
“ine RECORDER — Offers many cost-cutting 


Burroughs features that make obsolete mos! 
DISTRIBUTOR 


wo MPORTANT NAMES IN Micro, 


Bell c Howell 
MANUFACTURER 
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GET IMMEDIATE DELIVERY ON AVZW/ BURROUGHS MICROFILMING! 
BEGIN Wow TO ENJOY MAXIMUM SAVINGS ON EVERY JOB—EVERY DAY! 


You don’t rent modern Burroughs Microfilming. You 
buy it outright and watch the savings it provides in 
time, film and manpower quickly pay for the equipment. 


In film costs alone, Burroughs Microfilming can save 
as much as 80% over outmoded equipment, because it 
uses 8-mm photography on 16-mm film and a high 
reduction ratio (37-1)—to more than double the 
number of images on every foot of film. 


This precision-built Bell & Howell Recorder—sold by 
Burroughs—sets new startdards in economical, high- 
speed operation and long-life dependability. It slashes 


operating expenses and time on the job because it 
does the work easier and faster than ever before! 


Delivery is immediate! Highly skilled service, avail- 
able from more than 600 Burroughs Service Centers, 
is no farther away than your telephone. Twenty-five 
conveniently located Processing Stations assure 
immediate developing of your film—with maximum 
image brilliance and clarity. 


That’s the meat of the Burroughs Microfilming story. 
Call your nearby Burroughs office for the full details. 
Burroughs Adding Machine Co., Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


Fast, Expert Service—for Al Your Merotitining Needs 


612 SERVICE CENTERS 


Burroughs backs your equipment 
with the largest microfilming 
service staff in the world. Highly 
skilled servicemen are at your call 
—ready to make sure your Bell & 
Howell equipment gives you years 
of productive, trouble-free service. 


25 PROCESSING STATIONS 


Burroughs Processing Stations are 
Strategically locate 
the country. Here ex 
technicians assure immediate pro- 


cessing of your microfilm—use 


latest developing methods to in- 
sure maximum image brilliance 
and clarity. 
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From Whee We Sa@.... 


Agriculture and the Next Depression 


Farm price supports were born 
of the 20-year agricultural depres- 
sion which terminated with the ad- 
vent of World War II. The depres- 
sion consciousness generated by the 
awful conditions which prevailed 
during much of that period lingers 
into the present. It probably con- 
tinues to color and influence more 
largely than it should, the opinions 
and decisions of those who are 
shaping and implementing our farm 
programs and policies. If, and to the 
extent that this is true, it seems 
appropriate to examine the validity 
of the premise that our next agri- 
cultural depression will match our 
last one in duration and severity. 

Stated differently, it would ap- 
pear to be in order to inquire into 
the extent to which our present 
views may be distorted by fear of 
something that, so far as is reason- 
ably ascertainable, isn’t going to 
happen. Dr. O. B. Jesness told us in 
our September issue that our econ- 
omy as a whole, and banking and 
agriculture in particular, are in 
vastly better position to withstand 
the onslaughts of a depression than 
they have ever been in the past. He 
also reminded us that, while the 
economic cycle is still with us, we 
have arrived at a far better under- 
standing of the effective use which 
may be made of fiscal and mone- 
tary measures in dealing with it. 
Business management techniques 
were also mentioned as having 
shown great improvement in this 
regard. 

We are prompted by these re- 
flections to bring into the discussion 
two other statements pointing to 
somewhat the same conclusion, but 
from two altogether different direc- 
tions. 

James M. Land, vice president of 
Mellon National Bank & Trust Com- 
pany, Pittsburgh, Pa., pointed out 
in an article which appeared in the 
June, 1952 issue of Credit & Finan- 
cial Management* that the changed 
proportions of bank assets, if con- 
tinued substantially as now con- 
stituted into another depression, 


*Official publication of the National Association 
of Credit Men, 33 South Clark St., Chicago 3, 
ui. 
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would tend to make it less severe. 

Says Mr. Land, “The decline in 
outstanding bank loans which in- 
evitably occurs during a depression 
tends to cause the depression to 
‘snowball’ and become worse. This 
is because the payment of bank 
loans extinguishes money and 
thereby diminishes the spending 
stream, with resulting adverse ef- 
fects on the production and distri- 
bution of goods and services. Bank 
loans are customarily paid by 
checks or other debits to deposit 
accounts which aufomatically ex- 
tinguish bank deposits, the dom- 
inant form of money in this coun- 
Mes 8.5 

“If a new depression should de- 
velop, producing shrinkage in loans 
and deposits of such severity as to 
cause a decline in deposits equal 
to 46 per cent of loans outstanding 
on January 30, 1952, such reduction 
in deposits would come to about 
26% billion dollars. While this 
would be a huge reduction in dol- 
lars, it would amount to only about 
18 per cent of deposits in existence 
on January 30, 1952, or not more 
than half of the 37 per cent reduc- 
tion experienced in the 1929-33 pe- 
riod.” Mr. Land also reminds us that 
improved lending practices have 
made present day bank loans much 
less subject to reduction than they 
were in 1929. 

The monthly letter of the Na- 
tional City Bank of New York for 
September deals at some length 
with the farm price-support issue, 
and injects into the discussion the 
relative situations which prevailed 
in the periods following World Wars 
I and II with reference to popula- 
tion and food supply. Referring to 
the post-World War I situation, the 
letter said in part: “In the words 
of the Farm Foundation report**, 
four ‘widespread and profound 
changes’ in agricultural demand and 
supply led to the agricultural dif- 
ficulties of those times. ‘Coming all 
at once,’ the study comments, ‘they 
added up to an almost revolutionary 


**“Turning the Searchlight on Farm Policy”, 
1952, by a committee of 13 agricultural econ- 
omists, sponsered by the Farm Feundation, 600 
South Michigan Avenue, Chicago, lil. 


impact on the industry, with which 
it was poorly equipped to cope 
within the limits of its own re- 
sources.’ 

“These changes were, briefly, (1) 
prolonged weakness in our export 
market—in part the effect of the 
war and efforts at increased self- 
sufficiency on the part of some of 
our customers, and in part the effect 
of the depression of the 30s; (2) 
impaired ability of our city popu- 
lation to buy farm products, re- 
flecting the depressions of 1921 and 
1932, with the added complicating 
factor of the growing substitution of 
synthetic products of non-farm 
origin; (3) rapid switch from horses 
and mules to gasoline and electric 
power equipment, which released 
some 60 million acres of land from 
production of animal feeds to pro- 
duction of human foods, and (4) 
broader adoption of improved farm- 
ing techniques. 

“By this time, the study con- 
cludes, the above changes have 


been assimilated or have spent their | 


greatest force. ‘We do not,’ it says, 
‘see the likelihood of a similar con- 
junction of adverse factors affecting 
the agricultural industry in the near 
future.’ ” 

As we've stated previously, this 
is no time to wax optimistic and to 
lower standards. On the contrary, 
there is plenty of indication that we 
are approaching that phase of the 
economic cycle beyond which lies 
an indeterminate amount of change 
and adjustment. It still looks to us 
like a good time to be careful. 

It seems inevitable, however, that 
there will be a very direct relation- 
ship between the degree of pro- 
tection which it is sought to obtain 
through the price support mech- 
anism and the cost of that protec- 
tion in terms of controls and taxes. 
We should seek, therefore, to get 
along with as little such protection 
as possible. A realistic appraisal 
of the hazards against which we are 
undertaking to protect ourselves 
would appear to be a prime req- 
uisite to that end. 


UZ 


Editor 
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COVER: Ben W. Baker (left), vice 
president in charge of the cattle 
loan department of the Guaranty 
Bank & Trust Co., Alexandria, La., 
inspects E. K. Royal Domino, regis- 
tered herd sire owned by J. Torras 
Phillips (right). 


Expediency vs. Freedom 

ae . Absolve men from the 
penalty of their errors, or remove 
the rewards for their excellence, 
and the world will be peopled with 
fools. . 

“|. . Expediencies and conven- 
iences which are in conflict with 
right principles and high ideals are 
but the solace of the blind or the 
dishonest. A right principle is time- 
less. An expediency, on the other 
hand, is an act in which a timeless 
principle is violated. An act of ex- 
pediency is, therefore, wrong; there 
is no such thing as a short-term 
good deriving from a long-range 
evil. An act which bears an ill effect 
in the future, no matter how dis- 
tant, is an evil act when it is com- 
mitted.”—Leonard E. Read, in Out- 
look for Freedom. 





Bankers’ Votes Placed 


Quick Collection Service FIRST 


Here’s how Chase speed treats every item! 


At frequent intervals throughout the day and night Chase trucks 
rush remittance letters from post offices and express terminals 

to the Bank . .. Checks are sorted immediately into groups. 

Those on New York are sent by messenger to the Clearing House 
for the 2, 8 and 9 a.m. clearings. Checks received up to 9:15 a.m. 
are included in the final clearings for the day at 10 a.m. 
Out-of-town items get special treatment, including microfilming 
for the protection of our correspondents... 

Checks go from Chase “the fastest way”— and that includes 
extensive use of air transport wherever practical. . 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal, Deposit Insurance Corporation 


SERVICE TO 
CORRESPONDENTS 


Credit information 


Around the clock mail 
pick-up 


Quick collection of items 


Participation in 
local loans with 


correspondent banks 


Dealers in State and 
Municipal Bonds 


Execution of security 
orders 


Analyses of investment 


portfolios 
Safekeeping of securities 
Full foreign services 


Many personal services 
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A calf creep feeder located on deforested pasture land of the Wemple plantation. 


Cattle Loans Spark Prosperity 


Pioneering by Alexandria, La., bank pays off in better living standards for what was once a 
predominantly cotton-and-corn area economy; advances for improvement and expansion of 
livestock operations of all types now comprise 12'2 per cent of loan total. 


By J. W. BEASLEY 
President, Guaranty Bank & Trust Co., Alexandria, La. 


orable telephone call from a 
very good friend of mine, a 
fellow banker. 

“Jack,” came the incredulous 
voice over the wire, “I hear you’ve 
initiated the policy of taking an 
old cow as collateral for a loan, and 
I just wanted to know if it is true.” 

“Why, yes, it is true,” I assured 
my startled friend. 

“Then you are crazy!” 

That was ten years ago when 


B's: IN 1942 I received a mem- 


cattle sales in our Alexandria com- 
mission markets amounted to only 
about $2,000,000 annually; and cot- 
ton, much of it grown on depleted 
marginal land, was the predominat- 
ing factor in a predominantly agri- 
cultural economy. At that time few 
dirt farmers had any real under- 
standing of the relationships be- 
tween crop production, livestock 
production, and soil fertility. Such 
every day terminology as “grass- 
land farming” and “improved pas- 
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tures” were scarcely known. 

A decade later, this fertile Red 
River Valley area in central Louis- 
iana has shaken off the cotton-and- 
corn lethargy of the traditional “Old 
South” and emerged with an ex- 
panding livestock industry which 
produces animals comparable to 
any produced in the best cattle 
regions of the U.S.A. Livestock 
sales in the area are now running 
in excess of $12,000,000 per year; 
the trend of increase has consist- 
ently averaged about one million 
dollars per year for the past dec- 
ade, and this trend, barring the 





One of two principal auction barns of central Lovisiana located in Alexandria. 


unforeseen, appears 
continue indefinitely. 


Climatic advantages with tem- 
perature and rainfall favorable to 
the development of year-’round 
pastures were already with us, and 
with the application of agricultural 
technology and the genetics of an- 
imal husbandry the ideal of sup- 
porting one superior beef animal 
per acre on improved pasture has 
become a commonplace reality. 
This we are able to accomplish on a 
capital investment per animal of 
per acre vastly less than that re- 
quired in areas lacking our climatic 
advantages. 


destined to 


A Lusty, Growing Industry 


With hardly more than a negli- 
gible amount of industrial invest- 


ment and income, Alexandria, a 
city of 35,000 inhabitants, sustains 
a lively commerce as evidenced by 
our modern hotels, luxurious de- 
partment stores, vigorous whole- 
sale establishments, first-rate jew- 
elry stores, spacious theaters and 
costly modern plants for our edu- 
cational institutions which include 
two colleges within the trade area. 
Forming a substantial part of the 
basis for all of this is our lusty, 
growing livestock industry. Cotton 
continues to be a major but no 
longer a dominating factor in our 
economy. Likewise, the influence of 


corn, rice, sugar cane, dairying and 
timber products is felt. But un- 
deniably, the spark which has 
started and sustained this flourish- 
ing economy is our livestock indus- 
try. 

Our first official move toward 
bringing registered cattle into the 
area was made in 1934. During that 
year this bank acquired a planta- 
tion which we decided to use as an 
experimental farm and our first 
purchase was three carloads of 
Herefords which were placed on 
the land for the purpose of demon- 
strating to central Louisiana farm- 
ers what we felt could be achieved 
here by bringing in highly-bred 
cattle. These Herefords were one of 
the first herds of registered beef 
cattle in a section where there are 
now more than 20 registered herds 
in a single parish (county). This 
herd served not only as an example 
of what could be accomplished with 
registered cattle in this area but 
provided a major source of regis- 
tered sires for increasingly inter- 
ested farmers. 


A number of far-sighted men 
were concerned with this problem 
of improving our livestock, and in 
1940 there was formed an organiza- 
tion of Alexandria businessmen 
known as the Better Sires Club. 
The club was established by the 
businessmen as a means of rapidly 


improving the quality of livestock 
in the area by providing capital for 
the importation of registered bulls. 
With a revolving fund of $9,000 the 
club set for its goal the ultimate 
replacement of scrub sires with 
purebred animals; at the time 90 
per cent of the beef bulls were 
scrub and only 10 per cent were 
registered animals. 


Much Used Revolving Fund Intact 


B. W. Baker, the local Associate 
County Agent, became an extraor- 
dinarily adept manager of the 
enterprise and so successfully ad- 
ministered the affairs of the organi- 
zation that within a decade the 
percentages were reversed. Scrub 
sires now number less than 10 per 
cent of the total. Amazingly, the 
original revolving fund of $9,000 
has been turned over six or sevén 
times without the loss of a penny, 
and its fame spread until the proj- 
ect eventually extended to our en- 
tire trade area which reaches out 
into a number of parishes. 


Although the funds of the Better 
Sires Club are still available, our 
livestock industry has all but out- 
grown it. Such few applications as 
are processed remain on the same 
basis—three years to pay and no 
interest. 


As the quality of our cattle im- 
proved, more and more farmers 
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There are a lot of “wrinkles” to 

foreign trade. With one of the most active 
foreign departments in the country 

and the largest in Philadelphia 

—with direct contacts with a lot of 

people in a lot of places—Philadelphia National 
can help you iron them out. 


THE PHILADELPHIA NATIONAL BANK 
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began to appreciate the possibilities 
of profit in high grade stock. Land 
was taken out of crops and placed 
in pasture; woodsland was cleared 
and is still being cleared for pas- 
ture; and the production of hay and 
feed crops substantially increased. 

With the establishment of our 
cattle loan department in 1942, with 
J. M. McLemore as manager, a 
major milestone in the progress of 
our livestock industry was reached. 
Capital requirements for the rapid 
enlargement of cattle herds, the 
improvement of permanent pas- 
tures, clearing of woodsland for 
new pastures, building of barns, 
etc., were large. There was practi- 
cally no body of experience or prec- 
edent by which to be guided, and 
the Guaranty Bank & Trust Co. 
found itself- pioneering in an un- 
charted field. The establishment of 
this department made available 
hitherto unobtainable funds for the 
expansion of this new phase of agri- 
culture. 

It was quite inevitable that Mr. 
Baker, under whose capable man- 
agement the Better Sires Club had 
already all but completed its mis- 
sion, should later be chosen to man- 
age our cattle loan activities. His 
30 years of nationally recognized 
work in the Agricultural Extension 
Service has given him a grass roots 
understanding of the farmers of this 
area and their problems. This, to- 
gether with a background of scien- 
tific training in animal husbandry 
and agronomy, makes him pecul- 
iarly suited for the position. 


Must Talk Borrowers’ Language 


A large scale producer and man- 
ager of cattle loans must, of course, 
keep abreast of market trends, par- 
ticularly as they affect the various 
kinds and grades of cattle. He must 
talk the language of his borrowers, 
and be able to give good advice on 
pasture management, winter feed, 
or any other problems which are 
likely to arise in connection with 
the farmer’s cattle operations—all 
in the light of the latest available 
scientific information on the sub- 
ject and the firsthand information 
he has acquired in the course of his 
field visits. 

As Mr. Baker sees it, a man start- 
ing out in the livestock industry in 
this area can be compared to a 
young man starting to college. A 
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man producing milk-fat calves from 
a cow herd can be said to have ob- 
tained his B.A. degree. Another 
operator carrying his operations a 
step further and creep-feeding his 
calves, can likely earn his Master’s. 
One who can combine a cow and 
calf program with a successful sys- 
tem of growing his calves through 
the yearling stage, and follow this 
with a successful grazing program 
through the summer months before 
finally finishing his cattle in a lot 
on full feed, can be said to have 
earned his Ph.D. in the livestock 
business. 


While our correspondent banks 
have become increasingly aware of 
the benefits to be derived from the 
introduction of good cattle into 
their respective areas, they do not 
have men who possess the training 
and experience which would qual- 
ify them to make and supervise the 
loans necessitated by such a pro- 
gram. We therefore made the serv- 
ices of our cattle loan department 
available to them when it was 


established and approximately 100 
banks throughout the state now re- 
fer cattle loan applicants to us. 


Vice President Edward J. Boyer 


visits these banks four times yearly, 
and it is frequently through him 
that these institutions send names 
of customers having a_ potential 
interest in the purchase of cattle 
for which it will be necessary for 
them to borrow money. Whenever 
such a name is received, Mr. Baker 
gets in touch with the prospective 
customer and arranges to meet him 
at his bank. After obtaining from 
the bank all needed information re- 


garding the financial status of the 
prospect, he goes directly to his 
farm and makes a firsthand ap- 
praisal of the soundness of the pro- 
ject under consideration. 

These correspondent banks may 
have all or any part of the loans 
which they originate; and a few of 
them are participating to the ex- 
tent of their capacity, although 
others have seemed reluctant to do 
so. Interest in such participations, 
however, is constantly increasing. 

Somewhat typical of the loans 
developed in this fashion is that of 
a customer recommended to us by 
a banker in the northern part of the 
state. This prospect was found to 
be a very successful operator, a 
planter raising rice and cotton who 
had decided to make a partial shift 
to cattle as a means of saving labor. 
A very profitable relationship was 
established, in which the corre- 
spondent bank participated. 


Many Requests for Information 


We receive many requests for 
specific information regarding the 
policies by which we are governed 
in the handling of livestock loans, 
and the methods and procedures 
employed in executing them. How 
much money can a customer ob- 
tain? How long can he keep it? 
What margin do we require? To 
which we must answer that our 
bank has no specific plan or pro- 
gram which applies uniformly to 
all livestock loan transactions, and 
that each loan must be handled ac- 
cording to its own merits. There 
are, however, a few principles 
which we have found apply across 
the board. 

For margin, the cattle loan officer 
must look beyond the dollar value 
of the prospective client’s property, 
his pastures and feed facilities and 
his equipment for handling live- 
stock. In addition to evaluating all 
of these factors, he must attempt to 
measure the man—his ability and 
resourcefulness in handling his 
cattle, his capacity for absorbing 
new ideas and profiting from them, 
his basic honesty and _ integrity. 
With these he must weigh current 
market expectations. Only in the 
light of all these things can he ap- 
praise the soundness of a proposed 
project. 

In checking these intangible as- 
sets a man’s business associates and 
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SOLDIER IN THE WHITE HOUSE 


Sahocle in war, not politics, Zachary Taylor 
had never even voted in a major election when he 
entered the presidential campaign of 1848. He disliked 
political parties and at first insisted on being a non- 
partisan candidate. The official notice of his nomination 
was sent to the dead-letter office with a quantity of 
mail on which the parsimonious Taylor refused to pay 


postage. (Prepaid postage was not yet in regular prac- 
tice.) Unofficial word reached him via Mississippi 
steamboat while he was at his Louisiana plantation. 
Summoned to the landing by the passengers’ shouts, 
he quietly received their congratulations. 

Taylor was born in Virginia in 1784 but nine months 
later his family moved to Kentucky and soon after their 


The Home, through its agents and 
brokers, is America’s leading 
insurance protector of American homes 
and the homes of American industry. 


arrival built a comfortable brick house near present- 
day Louisville. This home where Zachary spent his boy- 
hood is now privately owned. Before he could read or 
write young Zachary learned the ways of the frontier 
and to be constantly on guard against hostile Indians; 
each night the house was barricaded and the family 
armed. 

Taylor’s forty years as an army officer coincided 
with the critical period of American expansion and 
took him the length and breadth of the country. During 
the Black Hawk War while he was stationed at Fort 
Crawford, Wisconsin, his daughter Sarah Knox Taylor 
and Jefferson Davis became engaged. Despite Taylor’s 
violent opposition the young couple were married, but 
the lovely bride died a few weeks afterwards. 

Although the army was Taylor’s career his greatest 
joy was farming and he preferred old clothes to a 
uniform. He acquired the sobriquet Rough and Ready 
during the Seminole War in Florida, and it was an 
apt description. He became a major general but he 
remained simple and unassuming, displayed reckless 
disregard for danger and insisted on sharing the rugged 
life of his troops. When the Mexican War ended he had 
not slept under a roof for two years or seen any member 
of his family. 

As the hero of Buena Vista, Taylor was persuaded 
to run for President and was elected in a five-cornered 
contest but he died in 1850 after only sixteen months 
in office. 


* THE HOME* 


(Fusurance Company 


Home Office: 59 Maiden Lane, New York 8,N. Y. 
FIRE . AUTOMOBILE * MARINE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


October, 1952 


Copyright 1951, The Home Insurance Company 





neighbors can give valuable clues, 
and Mr. Baker’s field trips often 
include such additional contacts. 

Our cattle loan classifications are 
based upon the nature of the opera- 
tion which, in turn, is determined 
in large part by the facilities and 
amount and kind of feed available 
to the borrower. A loan ordinarily 
falls into one of the following cate- 
gories: 

1. Cow and calf operator for 
slaughter or stocker calf produc- 
tion 

2. Program of fall purchasing, 
wintering and summer grazing 

3. A summer grazing program 

4. A creep-fed calf program 

5. A feed-lot program. 


The cow and calf type of loan 
has proved to be the most popular 
and profitable of any that we make. 
It is also the least speculative. Most 
of our applications come from cus- 
tomers, both present and prospec- 
tive, who already have cattle and 
wish to expand. Our cattle loans 
range in size from the cost of one 
cow to that of a thousand—$150 to 
$200,000. They now total more than 
$2,250,000 representing 12% per 
cent of all our loans. 


Merchants Are Grateful 

Our merchants obviously have a 
large stake in the increased busi- 
ness growing out of our cattle lend- 
ing activities, and they thoroughly 
appreciate what we have done. 
Operational needs of the cattle in- 
dustry now give rise to a consider- 
able volume of purchases, and the 
vastly improved living standards 
which it has brought to our area are 
reflected in the correspondingly 
large volume of business transacted 
and the substantial profits realized 
by our business community. 

It was a happy day for all of us 
in Louisiana, and more especially 
for those of us in the more or less 
immediate environs of Alexandria, 
when the importation of a herd of 
registered cattle helped lay the 
foundation for an industry which 
has brought new life and vibrant 
health to every segment of our 
social and economic structures. 


Forgiveness is the odor 
yielded by a trampled flower. 
—Author Unknown 


“Your Bank"’ Down-to-Earth 
Text for Pennsylvania Schools 


What is a bank? How does a bank 
create a medium of exchange? What 
is the function of investing funds? 
How does a bank know whether or 
not to cash a check? What is the 
first step in making a personal loan? 


If these questions seem to have 
been lifted bodily from a student 
textbook on banking, it is because 
that is precisely the case. They are 
from Your Bank, written for the 
Pennsylvania Bankers Association 
by Dr. George L. Leffler, professor 
of finance, The Pennsylvania State 
College. Dr. Leffler’s 96-page book 
was designed for use in public, 
private, parochial and _ business 
schools. And because it is a happy 
medium between the McGuffey’s 
Reader type of primer and the sort 
of erudite presentation which only 
a graduate student of economics 
would understand, it can also be 
used in banking courses and will 
be available to Pennsylvania banks 
for distribution to new employees 
or to customers. 

The question-and-answer tech- 
nique is employed throughout the 
book, -which is divided into three 
sections, “Services,” “Systems” and 
“Safety.” Its 15 chapters, each of 
which is appropriately illustrated 
by simple line drawings of the car- 
toon type, describe every important 
bank service, give a concise word 
picture of the dual banking system 
and outline the methods used by 
banks to safeguard depositors’ 
money. 


Your Bank should go a long way 
toward counteracting much of the 
public misunderstanding of the 
banking function in a healthy na- 
tional economy. 
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How About a “‘Dearless”’ Letter? 


For some time now there has 
been considerable discussion and 
controversy over the subject of 
“Dearless” letters. More and more 
people feel we should drop the 
ancient, stereotyped and meaning. 
less word “Dear” in the salutation, 
Many conservative companies are 
bound by tradition and are, in the 
vernacular, stuck with it. To change 
all their letters from “Dear Mr. 
Smith” to some such opening as 
“Thank you very much, Mr. Smith” 
would tend to make them con- 
spicuous. 

But just to keep you abreast of 
things, the movement is growing. 
And it will probably continue to 
gain momentum. The desire to get 
away from meaningless words and 
phrases in correspondence is strong, 
even with those who prefer not to 
take the lead. 


Now What About The Closing? 

You can drop the meaningless 
closers like “Yours very truly”— 
“Very truly yours” and “Yours 
truly” and begin right now to use 
words that serve a useful purpose. 
Like “Sincerely” or “Cordially” if 
you have some acquaintance with 
the person to whom you’re writing. 
Some of our more modern letter 
writers are eliminating the usual 
closer altogether and in its place 
saying “Best Regards” or “Good 
luck to you.” We don’t recommend 
going that far in every day business 
letters but we do hope you'll change 
at least to “Sincerely” if you’re not 
already using it. It describes exactly 
the way in which the letter it closes 
should have been written.—Buckley 
Institute, Philadelphia, Pa. 


Why Credit Men Go Mad 


(As reported in CREDIT AND FINANCIAL 
MANAGEMENT) 


Dear Meester Smith: 

I got your letter about what I 
owe you. Now be pachunt. I aint 
forget you. Pleez wait. When sum 
fools pay me I pay you. If this wuz 
judgment day and you wuz no more 
prepared to meet your Master @& 
I am to meet your account, you 
sure would have to go to hel. Trust 
ing you will do this. 


—Thanks to C. E. Tronsom, 
Turco Products, Inc., 
Los Angeles, Calif. 
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At your service—at the nation’s trade center 
The First National Bank 


Statement of Condition September 5, 1952 

ASSETS 

Cash and Due from Banks : ‘ 
United States Government Obligations . 
Other Bonds and Securities 126, 234, 703.18 
Loans and Discounts ; . P F - z .  1,181,283,747.19 
Real Estate (Bank Building) . ; ; . ‘ , 2,092,957.79 
Federal Reserve Bank Stock . . . : : , 5, 400, 000.00 
Customers’ Liability Account of Acceptances , ‘ 2, 287,811.48 
Interest Earned, not'Collected . : ; : - 7,561, 725.80 
Other Assets. 4 ri a * . ; . 1,076, 650.56 


$2,629, 452, 185.94 


$ 590,779, 124.52 
762, 735, 465.42 


LIABILITIES 

Capital Stock _ ; . 
Surplus. j . . 90, 000, 000.00 
Other Undivided Profits . s . ; , 5 ‘ 4,988, 136.61 
Discount Collected, but not Earned - . 4 e 2,081, 662.13 
Reserve for Taxes, etc. . : ‘ ‘ ; y , 27, 081,636.59 
Bills Payable . > ‘. ; 91,000, 000.00 
Liability Account of Acceptances 2, 454, 330.09 
Time Deposits . ; 

Demand Deposits. 7 

Deposits of Public Funds 

Liabilities other than those above stat 


90,000, 000.00 


$ 476,750, 265.82 
1,695, 872, 194.57 
149, 220,613.56 2,321,843,073.95 
‘ 3,346.57 
$2,629, 452, 185.94 

United States Government obligations carried at $339,802,451.46 are pledged 


to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 
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Epwarp E. Brown 
Chairman of the Board 


Leopo.p E. Biock 
Honorary Chairman, 
Inland Steel] Company 


J. D. FarRrIncTon 
President, Chicago, 
Rock Island and Pacific 
Railroad Company 


James B. ForGAN 
Vice-Chairman of the 
Board 


Watter M. HEYMANN 
Vice-President 


Henry P. IsHam 
President, Clearing In- 
dustrial District, Inc. 


James S. KNOWLSON 
Chairman of the Board 
and President, 
Stewart- Warner Corp. 


Homer J. Livincston 
President 


Board of Directors 


Hucuston M. McBain 
Chairman of the Board, 
Marshall Field & 
Company 

BentLey G. McCLoup 
Banker 


Harry C. Murpxy 
President, Chicago, 
Burlington & Quincy 
R. R. Co. 

James Norris 
President, 

Norris Grain Co. 

James F. Oates, JR. 
Chairman, 

The Peoples Gas Light 
and Coke Co. 

Joun P. OLESON 
Banker 
Gipert H. SCRIBNER 
Winston & Company 
R. Douctas STUART 
Vice-Chairman, 
Quaker Oats Company 


Louis WARE 
President, 
International Minerals 
& Chemical Corp. 


Apert H. WETTEN 
President, 
A. H. Wetten & Co. 


Harry A. WHEELER 
Banker 


C. J. WHIPPLE 
Chairman of the Board, 
Hibbard, Spencer, 
Bartlett & Co. 


Joun P. WILson 
Wilson & McIlvaine 


Rosert E. WILSON 
Chairman of the Board, 
Standard Oil Company 
(Indiana) 


Rosert E. Woop 
Chairman of the Board, 
Sears, Roebuck and Co. 
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Must That Check Go Back? 


Illinois bankers have asked themselves this question and have 
found that they can spare themselves, their customers and their 
fellow bankers much inconvenience and expense by disregarding 
certain slight defects in the manner in which checks presented 
through the clearing house and by mail are drawn and endorsed. 


By WALTER C. STREETER 
Assistant Vice President, City National Bank & Trust Co., Chicago, Ill. 


RE your bookkeepers follow- 
A ing instructions which con- 

form to the best current 
practice when paying checks drawn 
on your bank? 

Do you dishonor and return 
checks which could be paid with 
less effort and cost for all parties 
concerned? 

Back of these questions is the 
fact that, so far as can readily be 
ascertained, no standard, method or 
practice has ever been recom- 
mended to banks by which book- 
keepers or clerks might be guided 
in the determination of just what 
items are in proper form and con- 
dition for payment. When this was 
brought to the attention of the 
1951-52 Committee on Bank Man- 
agement of the Illinois Bankers 
Association, it was immediately de- 
cided that something should be done 
about it. The members of the com- 
mittee were very much aware that 
banks in general were contending 
with an altogether unnecessarily 
large number of returned items, at 
an average cost to the banking sys- 
tem of something like $1.00 each. 
The delayed time limits for return- 
ing checks which had been adopted 
by the Federal Reserve System and 
most of the clearing houses of the 
country, had, it seemed, been 
largely disregarded, and there was 
still much of the same eagerness to 
get returned items back to the post 
office or clearing house that pre- 
vailed before the time limits had 
been extended. 

It was quite inevitable, therefore, 
that there should be among the 
projects placed before the com- 
mittee, a study of the procedures 
and practices followed by the banks 
of the state in the payment and 
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return of checks. A preliminary in- 
vestigation disclosed that differ- 
ences in location and other factors 
had combined with differences in 
viewpoint and attitude to bring 
into being a great diversity of rules 
bearing on these points as they ap- 
plied to the various categories of 
defective checks. 


Fewer Returned Items the Aim 


When we became fully aware of 
the magnitude of the task that con- 
fronted us, it was decided that it 
should be turned over to a Sub- 
Committee on Check Paying Pro- 
cedures and Return Check Prac- 
tices.* This sub-committee dis- 
covered at the outset that the Bank 
Management Committee of the 
American Bankers Association al- 
ready had a project under way 
which had for its objective greater 
efficiency in the physical handling 
of returned items. We therefore 
directed our attention to another 
phase of the problem—the reduc- 
tion, at their source, the drawee 
banks, of the number of items re- 
turned. 

It became the sub-committee’s 
immediate objective to determine, 
as nearly as possible, the conditions 
under which a maximum of de- 
fective checks could be paid without 
fear of later complications. The ob- 


*Members of the special sub-committee ap- 
pointed were: 

Willard C. Galitz, president 

First National Bank, Skokie, Ill. 

H. A. Whittenberg, cashier 

The Bank of Herrin, Herrin, Ill. 

C. Edgar Johnson, vice president 

First National Bank of Chicago. 


R. B. Van Haoften, president 
National Bank of Harvey, Harvey, Ill. 


H. T. Wanberg, assistant secretary 
Illinois Bankers Association. 


WALTER C. STREETER 


viously essential initial step was to 
inform ourselves regarding the gen- 
erally prevailing rules governing 
the payment and return of chec 
in each of our banks. : 

A questionnaire on check paying 
practices was accordingly for- 
warded to the more than 800 mem- 
ber banks, over 600 of whom re- 
plied—an unusually fine response, 
indicating wide interest in the sub- 
ject. Tabulation of the information 
thus obtained was followed by con- 
sideration of each of the practices 
mentioned and its attendant risks 
and benefits. As the study pro- 
gressed, it became _ increasingly 
clear that risks and benefits had not 
been at all carefully weighed in 
the balance, and that, in practically 
every case, the risks assumed were 
entirely out of proportion to the 
benefits that could be had by work- 
ing out a simple revision of the 
rules governing the return of 
checks. 


Report Summarized 


Upon completion of the study, 
the sub-committee forwarded to all 
Illinois banks a report of the sur- 
vey. Following is a summarization 
of the information obtained and the 
recommendations made with refer- 
ence to each of the points raised in 
the questionnaire, as set out in this 
report: 


Amount Variation Of the 
banks that replied to this portion of 
the questionnaire, 231 stated that 
they pay the figure amount when a 
variation is as small as .01 to $1.00. 
In 26 banks, the figure amount is 
paid when it ranges from $1.01 to 
$5.00; and in 29 banks, the practice 
is followed when the range is $5.01 
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“Our collection tems? We've used 
Bankers Trust for about 20 years, Harry 
Did you know they microtilm all transit 
ifems payable outside of New York fer 
their correspondents’ protection 


TUGH-SPEFD collection service through Bankers Trust 


Where collections are concerned, it’s 
accuracy, speed and dependability 
that count. 

When your bank sends its checks, 
notes, drafts, trade acceptances and 
bills of exchange to us for collection, 
you receive prompt and dependable 
service—twenty-four hours aday. All 
transit items payable outside of New 
York are microfilmed for your 
protection. 

Modern, high-speed equipment, 
plus careful work by experienced 
personnel, insure that your bank ob- 
tains the proceeds of its collection 
items with maximum speed. 
October, 1952 


To further minimize delay, you 
are invited to write us with a view 
to securing full benefit from mail 
and express schedules— both rail and 
air. 

In addition, our experienced Col- 
lection Department receives millions 
of coupons and bonds for collection 
every year. No matter how great our 
volume may be, particular attention 
is given to items that require special 
handling. Coupons and bonds are 


examined to expedite presentation 
and minimize “returns.” 

Through our experienced Foreign 
Division, we can also give you fast 
collection service on your foreign 
items. 

For full information on the col- 
lection service in which you are 
interested, please write Banking 
Department, Bankers Trust Com- 
pany, 16 Wall St., 

New York 15. 


BANKERS TRUST COMPANY 


NEW YORK 
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to $10.00. Five banks pay the differ- 
ence when the variation is $10.01 
to $25.00 and three pay when it is 
$25.01 to $100. Ninety-one banks 
reported that they pay small dif- 
ferences, but did not state the 
amounts. 

In 122 banks, checks containing 
amount variations are returned for 
guarantee; 158 contact the customer 
for instructions. Of the banks that 
do not refer amount variations to 
the customer, 254 said they would 
adopt the practice if recommended; 
461 said they would disregard vari- 
ations of less than $1.00 if that 
practice were recommended. 

Recommendation When figure 
amounts differ from the amount in 
words by an amount determined 
upon by the bank (at least $1.00), 
disregard the discrepancy and pay 
the figure amount. Contact the 
maker (unless an out-of-town de- 
positor) when figure amount differs 
from amount in words by more 
than the minimum agreed upon. 

Signature Irregularities In the 
case of missing signatures or coun- 
tersignatures, 397 banks contact 
makers for an O. K. and 134 return 
such checks without reference. In 
the case of unauthorized signatures, 
338 contact makers for O. K.’s, and 
282 return them without reference. 
In the first instance (missing signa- 
tures), 452 out of 531 banks are 
now contacting customers or are 
willing to do so if recommended. 
In the second (unauthorized signa- 
tures) 490 out of 610 banks are now 
contacting or are willing to do so. 

Recommendations——C ontact 
maker for authority to pay check on 
which signature is missing or un- 
authorized. Return check when un- 
able to make contact or when maker 
so instructs. Consider having maker 
confirm approval in writing or sup- 
ply missing signature. The same 
recommendations apply if signa- 
tures compare unfavorably . with 
those on file in the bank. 


Endorsements In the matter 
of endorsements of payee, 477 out 
of 607 banks are disregarding en- 
dorsements on certain amounts or 
are willing to do so. Of 609 banks, 
499 are disregarding bank endorse- 
ments on items of various amounts 
or are willing to adopt the practice. 
When the depositor requests the 
bank to obtain a missing endorse- 
ment on a check which has been 


16 





HOW DO YOU TREAT: 

Post-dated checks? 

Stale-dated checks? 

CHECKS WITH: 

Amount alterations? 

Payee alterations? 

Amount variations? 

Signature irregularities? 

Unauthorized signatures? 
DO YOU EXAMINE EVERY CHECK FOR: 

Endorsement of Payee? 
Bank Endorsements? 

Would you like to reduce the risk of 
overlooking stop-payment orders? 
paid, 359 banks send the item with- 
out entry to the last endorsing bank, 
while 227 send such an item with- 
out entry to the bank of deposit. 
More than 450 banks said they 
would prefer that Illinois banks al- 
ways send items deposited in other 
Illinois banks direct to the bank 
of deposit to have missing endorse- 
ments supplied. 

Recommendations Discon- 
tinue inspection of reverse side of 
check for payee endorsement when 
the amount is $100 or less. Banks 
which have adopted higher amounts 
because they have found the risk 
commensurate with costs should 
continue present practice. The same 
recommendations apply with re- 
spect to endorsements of collecting 
banks. 

When forwarding for payee’s en- 
dorsement items which have al- 
ready been paid and canceled, send 
item direct to bank of deposit for 
“Attention of Cashier.” When the 
name of the bank of deposit cannot 
be clearly determined, or when it 
is located outside of Illinois, send 
the item to the last endorsing bank 
without entry. Regardless of how 
the item is forwarded, however, 
complete description should be re- 
tained either in writing or on micro- 
film. 

Dates Forty-nine of the re- 
plying banks do not regard a check 
as stale until it is more than a year 
old. In 192 institutions, the rule is 
12 months; in 222, six months; and 
in 134, three months. In response to 
the question of whether or not they 
would adopt a uniform period, 564 
replied in the affirmative and 19 
gave an unqualified “No.” The prac- 
tice of contacting the maker for an 
O. K. to pay a stale check is fol- 
lowed in 481 banks, while 121 have 
no such rule. Eighty-four replying 


banks said they would adopt the 
practice of referring stale-dated 
checks, and 22 said they would not. 
In the matter of post-dated checks, 
230 do not contact makers for O. K. 
to pay and 165 indicated a willing- 
ness to adopt the practice. 

Recommendations Treat as 
stale any check dated more than 12 
months previously. To avoid stop- 
payment orders on old items, con- 
sider notification of accounts that 
bank will not pay stale-dated items 
without question. 

For efficiency, keep stop-payment 
orders active for a reasonable 
period and refer older items to a 
transfer file of stop orders until the 
item is stale-dated. The period dur- 
ing which stop orders should be 
kept active can be determined in 
each bank by a study of its own 
situation. 

Before returning _ stale-dated 
checks, contact the maker unless he 
is an out-of-town depositor. Return 
post-dated checks without refer- 
ence to makers unless you have an 
established practice of contacting 
them. 

Alterations——Out of 609 banks 
which replied to the questionnaire, 
511 said that they are contacting 
makers on amount alterations, or 
are willing to adopt the practice. In 
the matter of payee alterations, 426 
out of 585 banks are contacting 
makers or are willing to adopt the 
practice. 

Recommendation-——Unless it is 
an out-of-town depositor, contact 
the maker before returning checks 
for “Alteration” or “Guarantee 
Alteration.” 

The survey dealt only with items 
presented by other banks through 
the clearing house or by mail. It 
might, therefore be said with con- 
siderable accuracy to have con- 
cerned itself almost exclusively 
with considerations of interbank 
courtesy in the handling of re- 
turned items, with improved cus- 
tomer relations emerging as an im- 
portant by-product of the effort. 
Viewed in this light, the predomi- 
nant objective of the survey was 
to bring about a large scale ex- 
change between and among our 
banks, of courtesies consisting sim- 
ply of doing for each other a little 
chore that each could perform for 
itself only at a cost of time and 
effort many times as great. “Mutual 
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The New Mosler Push-button 
Drive-in Window is the first 
of its kind in the world. Transac- 
tions ere completed with new 
y see A and safety by means of an 

electrically operated “shuttle.” 
Nine other new convenience and 
efficiency features make this unit 
the last word in modern drive-in 
window service. 


The famous Mosler- Duplex 
**Snorkel”’ Teller provides the 
convenience of suburban drive-in 
window service in busy, built-u 

areas. Unit is installed at pon» 
outside of bank. Operator (loca- 
ted below sidowel} completes 
transactions by means of an ele- 
vator deposit unit. Convenient for 
customers. Solves parking and 
traffic problems. 


Can you tell how progressive a bank is... from the 


Yes! Look for the new Mosler Push- 
button Drive-in Window and the 
famous ‘Snorkel’? Curb Teller. 
They’re outward signs of the pro- 
attitude suburban and 
downtown banks all over America 
are taking toward convenient, mo- 
dern drive-in service! 


gressive 


All you have to do to understand why 
so many banks have put in a Mosler Drive- 


* Mosler Safe 


World’s largest builders of safes and bank vaults . . 


at Fort 


The Mosler Safe Company 
Dep't BM-10, Hamilton, Ohio 


Please send me full details about: (check information 


you wish) 


() The new Mosler Push-button Drive-in Window 
Teller 


() The famous Mosler-Duplex “Snorkel” 
October, 1952 
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Snorkel” is watch one in 
operation. See how quickly transactions 
are made with either unit—with complete 
safety. See how free the street is from traf- 
fic tangles and parking problems. And see 
how free of congestion the inside of the 
bank is as a result. 


in Window or “ 


Check a little furtherand you'll find that 
these modern Mosler units have not only 
increased the good will of the bank’s reg- 


IF IT'S MOSLER ... IT'S SAFE 


Outside? 


ular customers, but haveattracted new ones. 


Aren’t these advantages of modern 
Mosler drive-in banking worthy of your 
serious consideration? Whether you op- 
erate a suburban or downtown bank, it’s 
possible to enjoy these advantages—at a 
lower cost than you think. So why not 
mail the coupon below, today, for full in- 
formation about the “Snorkel,” or the new 
Mosler Push-button Drive-in Window? 


Company 


Since 1848 


. Mosler built the U. S. Gold Storage Vaults 
nox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 





BANK _ 


ADDRESS 


cITY. 














benefit to all parties,” said a fore- 
word accompanying the report, “re- 
sults from mutual co-operation. . . 
If what others are doing helps you, 
it is only fair to reciprocate.” 


opportunity to do whatever may be 
necessary to correct the irregu- 
larity, or to authorize the bank to 
honor the item involved. 


The maker, of course, is not di- 
rectly involved in decisions affect- 
ing checks which have been altered 
or bear faulty endorsements, but 
the endorsing banks are. Here, then, 
lies a real opportunity for the mu- 
tual application of the Golden Rule 
from which will flow benefits that 
will weigh heavily in the balance 
as against the modicum of largely 
imaginary risks assumed in the 
process. Also to be considered is the 
fact that it costs far more to process 
a returned item than one which 


Good Will a Factor 


The reports of many of the indi- 
vidual banks contained much evi- 
dence that they thoroughly appre- 
ciated the extent to which customer 
relations figured in the problem. It 
would seem that a little reflection 
should make it abundantly clear 
that the drawer of a check values 
the good opinion, if not the good 
will, of the payee of the check, 
and it follows quite naturally that 
he would not want the payee put 
to a lot of inconvenience by reason 
of some carelessness of his own. 
The maker, therefore, almost with- « 
out exception, is grateful for an 


is simply run through the books, 
especially in view of «the fact that 
the same item, or one replacing it, 
will be presented at some later 
date. Experience has demonstrated 
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INSTRUCTIONS TO BOOKKEEPERS FOR PAYING AND RETURNING CHECKS 


( The following summarizes the recommendations advanced in this survey and may 
be used as a pattern for issuing instructions, Where bank's practice varies from 
recommendations suitable alteration of these instructions should be made. ) 


DATE OF CHECKS 





Refer to Stop Payment transfer file any check dated months or more 
previously. 


Contact maker, unless out of town depositor, for approval to pay any check dated 
more than twelve (12) months previously. Return check when unable to contact 
maker, 






Return post-dated checks, - OR - 
Contact maker, unless out of town depositor, for approval to pay post-dated check, 
Return check when unable to contact maker. 


ALTERED CHECKS 






















Contact maker, unless out of town depositor, for approval to pay if figure amount, 
written amount, or name of payee have been altered, Return check if maker refuses 
to O,K, alteration, or is out of town depositor, 


AMOUNT VARIATIONS 


When figure amount differs from amount in words by $1, 00 or less, disregard 
discrepancy and honor check for figure amount, 


Contact maker, unless out of town depositor, for approval to pay when figure amount 
differs from amount in words by $1,01 or more, Return check if maker refuses to 
©. K, figure amount, or is out of town depositor, 


SIGNATURE IRREGULARITIES 


When signature or countersignature is missing, contact maker, unless out of town 
depositor, for approval to pay without signature, (See Note A.) Return check when 
unable to contact maker. 


When signature on check is not authorized, contact maker, unless out of town 
depositor, for approval to pay check, (See Note A,) Return check when unable to 
contact maker, ; 


When signature compares unfavorably with one on file, contact maker, unless out of 
town depositor, for approval to pay check, (See Note B.) Return check when unable 
to contact maker, 


Note A, Request maker to confirm approval in writing, or to come to bank to 
supply required signature, 
Note B, When great dissimilarity exists, request maker to confirm approval in 
writing. 
INDORSEMENTS 
Disregard inspection of reverse side of checks for indorsements of payee or bank 
indorsements when amount of check is $100, 00 or less 
STOP PAYMENTS 


Pay every check carefully against your stop payment orders, 


The final page of the Committee's report contained = suggested set of rules governing 
the return or payment of defective checks. . 








again and again that minor defects 
can be corrected quite as readily 
after payment as before, if the bank 
is called upon to do so, and that the 
demand for such corrections is, for 
all practical purposes, inconsequen- 
tial. 

While there are sure to be dif- 
ferences of opinion regarding the 
committee’s conclusions, it would 
appear only reasonable to ascribe a 
considerable measure of validity to 
the collective judgment of the pre- 
ponderance of bankers who have 
indicated a willingness to go along 
with the committee’s recommenda- 
tions. This is especially true in 
view of the fact that most of these 
very bankers have given one or 
more of the procedures recom- 
mended, or some modification there- 
of, a thorough trial, and are satisfied 
with the results. 


A Case History 


A typical case of how time can be 
saved for bookkeepers, customer re- 
lations improved, and the number 
of return items reduced, was pre- 
sented in an out-of-town bank 
which I visited in the course of an 
operations advisory assignment. 
Five hard-working bookkeepers 
were found to be bogged down with 
an amount of work which seemed 
entirely out of keeping with the 
number of items actually handled. 


A survey of the bookkeepers’ ac- 
tivities began with the day’s work, 
and the major cause of their diffi- 
culty became apparent almost im- 
mediately following their arrival at 
the bank. Every check in that 
morning’s mail was_ scrutinized 
carefully, front and back, and each 
item containing even the slightest 
defect was automatically returned. 
That day’s business was of normal 
volume, and the operation con- 
sumed about two hours of the 
staff’s time. 


This was so obviously a source of 
trouble that we quite promptly 
went into a discussion of the risks 
actually eliminated by this labor- 
ious task. The conclusion was that 
much of the time consumed was, 
for all practical purposes, wasted, 
and that this was particularly true 
of the time spent checking endorse- 
ments and bank stamps on items of 
$50.00 or less. The latter portion of 
the operation was accordingly elim- 
inated. It was further decided that 
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problem in footage? 


Long on expansion? Short on office space? Something’s 
got to give. Here’s one solution ... install Monroes. 
These convenient, space-saving bookkeeping machines 
make every square foot of office floor work harder. 
They’re so fast, so versatile, so efficient too. They’re 
bound to boost your figure production. 
Your Monroe representative will gladly show you 


why Monroes are aces for small spaces. 


Call him now. 


MONROE 


MACHINES FOR BUSINESS 


MONROE CALCULATING MACHINE COMPANY — GENERAL OFFICES ORANGE, N. J. 
Branches for Sales and Service Everywhere 


Monroe Bank Bookkeeping Machine 

Handles bank's most vital bookkeeping jobs—commercial and savings 
posting. Easy-to-operate “Velvet Touch” keyboard. Complete visi- 
bility. Direct subtraction and automatic totals in all registers. Front 
insertion carriage, exact printing alignment. Quick program changes. 
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before returning checks which were 
otherwise defective, their makers 
would be asked, so far as might be 
reasonably possible, to remedy the 
defects or authorize their payment 
without correction. 

The bookkeepers received the 
news of this change almost glee- 
fully, as well they might, for on 
the next day the inspection of 
checks was completed in one hour, 
and on the second and subsequent 
days it required only forty minutes. 

In the first month during which 
the changed procedure was em- 
ployed, only one depositor brought 
in a check with a request for the 
missing payee’s endorsement, and in 
no other month have customers 
brought in more than three checks. 
Since it has always been possible 
to assure them that either the de- 
sired endorsement or a guarantee 
of the presenting bank was readily 
obtainable, there has been no criti- 
cism. 


Few in Housing Industry 
Aware of Adverse Trends 


Manufacturers of building ma- 
terials, home furnishings and house- 
hold appliances who count upon 
maintaining production and sales at 
1948-1950 levels for an indefinite 
period may be deluding themselves, 
in the opinion of Theodore H. Sil- 
bert, president of Standard Factors 
Corporation. 

According to a survey of 158 
companies made recently by the 
New York finance firm, few execu- 
tives are aware of the trends which 
may knock their calculations out 
of kilter. Most of the executives 
covered by the survey believe there 
is still a serious shortage of hous- 
ing and that vast numbers of newly- 
weds presently quartered with in- 
laws will seek their own homes in 
the next eight to ten years. 

Analysis of the situation, Mr. Sil- 
bert suggests, does not indicate that 
these expectations are likely to be 
fulfilled. Most newly married 
couples living with others in 1946- 

1947 are believed to have found 
housing in the 1948-1950 boom 
period. “There will be no great 
exodus to separate households in 
the near future,” says Mr. Silbert, 
“since most of the couples who 
wanted separate housing have al- 
ready found it. As against about 
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Instead of working overtime, the 
bookkeepers were thenceforth able 
to complete their work ahead of 
schedule, and were far happier. The 
resulting increased ledger capacity 
made it possible for the bank to 
absorb new accounts without in- 
creasing the number of ledgers. 
Customers indicated considerable 
appreciation of the bank’s efforts 
to spare them the embarrassment 
and inconvenience of having their 
checks returned. 

Banks throughout the country 
will experience a reduction in the 
number of returned items with 
which they will have to contend to 
just the extent that these recom- 
mendations, or something like them, 
are accepted by other- banks, wher- 
ever they may be situated. The fine 
results already achieved in Illinois 
give positive assurance that sim- 
ilar methods will yield equally sat- 
isfactory results wherever they are 
tried. 


450,000 new households added an- 
nually during the last decade, the 
outlook is that not more than about 
150,000 new households will be 
added annually during the next 
eight to ten years.” 


Moreover, the finance company 
executive points out, census figures 
reveal a decrease in the number of 
marriageable youngsters in the 20- 
24 age bracket. During the next six 
years numbers in this population 
group will be 10 per cent below 
normal expectations, in the opinion 
of census bureau officials. Mar- 
riages, meanwhile, have declined 
from their 1946 peak of 2,300,000 to 
1,550,000 last year. 
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“Tha! rem'nJ: wé-—we're overdiawn agein.” 


The Higher We Go— 


The essential similarity in growth 
trends of the national economy be- 
fore and after 1929 is explainable 
in terms of basic economic forces. 
The great discoveries of our re- 
search laboratories, the constant 
improvement of production and 
management techniques, skillful 
and freely mobile workers, and the 
stimulus of competitive private en- 
terprise are the mainsprings of eco- 
nomic progress. The paramount ob- 
jective of all groups should be to 
recognize and preserve these foun- 
dations of our economic progress. 

The fluctuations of the business 
cycle have produced serious inter- 
ruptions in the upward trend of our 
economic well-being. The objective 
of the business community and of 
government has for many years 
been to minimize these ups and 
downs. One way to do this, as 
pointed out by economists for years, 
is to avoid the excesses of the 
booms, particularly rapid increases 
in debts and the related overexpan- 
sion in numerous types of building. 
Our lack of success in avoiding the 
excesses of the stock market and 
the real estate booms in the 1920’s 
was one of the prime causes of the 
depression of the early 1930’s. 

We should be taking measures 
now to avoid the excesses of this 
boom, particularly when a large 
military program has the first call 
on our resources. It is questionable 
whether that is being done. By en- 
couraging the liberal use of private 
and public credit, civilian demands 
are maintained at such a level as to 
exert inflationary pressures on the 
supply of labor and of many ma- 
terials. Productive capacity is being 
expanded to take care of civilian 
and war requirements, yet excess 
capacity may retard new capital 

investment later on. That part of 
our present economic well-being 
based on the boom phase of pros- 
perity is subject to a period of cor- 
rection, when debts are reduced and 
overcapacity is absorbed. After- 
wards we shall rise again to new 
heights of economic well-being, 
granted a peaceful world. The 
Northern Trust Company’s BUSI- 
NESS COMMENT for August. 






Sometimes one pays most for 


the things one gets for nothing. 
—ALBERT EINSTEIN 
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Let your 


money “work” 
the land 


A tremendous variety of farm 
machines are needed to meet the 
requirements of farmers through- 
out this great country of ours, and 
modern mechanized farm equip- 
ment is produced to meet every 
individual farmer’s needs. 

Whether the farmers served by 
your bank require machines to 
handle cotton, wheat or corn... 
whether they need a two-bottom 
plow or a mechanical cotton picker 
—all such essential equipment rep- 
resents extremely sound collateral 
for your Loan Department. 

Size and types of farm machines 
and equipment best suited to farm- 
ing in your community are avail- 
able from your fellow businessman, 
the International Harvester dealer. 
He offers quality equipment that 
pays for itself in use. Bankers who 
finance the purchase of this equip- 
ment make a considerable contri- 
bution to the well-being of both 
their community and the nation. 
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The number of individuals of Social Security and private pension 
eligibility age is now increasing at the startling net rate of 1,000 
a day. What this trend portends for the national economy is a 
matter of grave concern to bankers, businessmen, industrialists 


and politicians. 


By C. E. WRIGHT 


HEN IT INCREASED Social 
Security benefits 12% per 
cent (about $5 a month) 


for some 4,500,000 retired persons 
and survivors, of whom 3,000,000 
are 65 or older, the Congress of the 
United States underscored a prob- 
lem of steadily growing importance 
— a problem which is at once eco- 
nomic, political, sociological and 
medical. The nub of the problem is 
the fact that the proportion of old 
people in our population is increas- 
ing at a startling rate. 

The 1950 census revealed that 
12,322,000 persons were 65 or older, 
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7,262,000 past 70 years. The total 
was 8.2 per cent of our population. 
Today the number is believed to be 
about 13,000,000 or 8.5 per cent of 
the population. Moreover, the num- 
ber who reach 65 is increasing at a 
net rate of 1,000 a day. Demograph- 
ers estimate that on the basis of the 
present trend, the 1960 census will 
show approximately 25,000,000 in 
the over-60 group and about 15,- 
500,000 aged 65 or older. 

In a nutshell, here is what hap- 
pened: during the half-century 
from the census of 1900 to that of 
1950 our total population doubled, 
but the number of persons over 65 
quadrupled. 

Says one authority: “If substan- 
tial progress is made in reducing 
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The house tiailer has become the home of many retired couples who must live on pensions and Social Security benefits. 


How Big a Problem Are U.S. Oldsters? 


mortality of those diseases char- 
acteristic of middle or later life, 
such as heart disease and cancer, 
then substantial increases in the 
aging population are to be expected 
both as a proportion of the total 
population and in absolute num- 
bers.” 


Only in recent years have these 
facts about the changing character 
of our population attracted so much 
attention, although the nature of 
the problem was getting some ree- 
ognition in the 1920s and early ’30s. 
The Social Security Act of 1935 was 
the first official recognition of the 
economic aspects of the problem. 
Full employment during World War 
II caused a suspension of efforts 
looking toward a permanent solu- 
tion. Since the war, these efforts 
have been resumed. The first na- 
tional conference on the subject was 
held in 1950 under the sponsorship 
of the Federal Security Agency. 

Today the over-all problem is 
being studied and discussed from 
many angles. For example, the 
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Twentieth Century Fund has em- 
ployed John W. McConnell, pro- 
fessor of industrial and labor re- 
lations of Cornell University, to 
make a comprehensive study of 
“The Economics of Aging,” which 
will be published soon with chapters 
devoted to economic circumstances, 
employment opportunities, individ- 
ual resources, private pension plans, 
social insurance for the aged, old 
age assistance and the economic 
impact of pensions on retirement 
policy. 


Retirement Pensions Studied 

The National Planning Associa- 
tion, a non-profit, non-political 
organization representing business, 
agriculture, labor and the profes- 
sions, is making a study of retire- 
ment pensions. Robert M. Ball, in 
charge of this study, recently 
stated: “At present about nine out 
of ten workers are earning some 
form of retirement protection—pri- 
marily under public programs—but 
the coverage is woefully inadequate 
for the aged who have already re- 
tired. From the standpoint of pri- 
vate programs, their newness means 
that they are now primarily ar- 
rangements for collecting incomes 
rather than for paying benefits. This 
raises questions of fund accumula- 
tion and its effect on the economy.” 
NPA’s report on retirement pen- 
sions will be published some time 
this Fall. 

Another prominent organization 


making a continuous study of our 


aging population, particularly with 
reference to job opportunities, and 
which has joined forces with the 
Chamber of Commerce of the 
United States in-this endeavor, is 
the National Association of Manu- 
facturers. 

“Tt is rather interesting,” says the 
NAM, “to figure that if financial 
support for the aged (65 and over) 
was supplied by direct taxation, 
each man and woman from 20 to 64 
would pay $12 for each $100 pro- 
vided for the aged person in 1940. 
By 1980 the tax would be $19. At 
the same time we might take heed 
that in 1940 persons 50 and over 
(the group most interested in old 
age income) comprised about 32 per 
cent of the voting population, and 
in the projected population of 1980 
this group rises to 42 per cent. When 
we bear in mind that someone must 
support those who are retired to 
idleness, the need for gainful em- 
ployment of all persons willing and 
able to work becomes obvious. To 
use the age factor as such as a bar- 
rier to the employment of a quali- 
fied person is not only unfair, it is 
economically unsound.” 

Many large corporations, such as 
U.S. Steel, General Motors, Ford, 
Standard Oil of New Jersey and 
others, are studying various aspects 
of old age retirement as it affects 
their own workers. The burgeoning 
of private pension plans during the 
past few years has brought this 
whole question into sharper focus 
from an industrial standpoint. 


Trust funds running into billions 
of dollars, entirely apart from sums 
accumulated in the federal Social 
Security fund, have created an in- 
vestment surplus which is bringing 
new patterns into the securities 
markets. A large industrial loan last 
year was placed with a group of 
large banks. This by-passing of the 
usual investment banking channels 
has become fairly typical of the 
change brought about by pension 
fund accumulations. 


Age Presents Market Problems 


Another effect of the continuing 
increase in the number of. persons 
over 65 has to do with the market- 
ing of consumer goods and services. 
Vergil D. Reed, vice president of 
J. Walter Thompson Company, New 
York advertising agency, and Ruth 
D. Reed, formerly associated with 
the Chamber of Commerce of the 
United States, recently wrote in 
Advertising Agency and Advertis- 
ing & Selling that “the living habits 
and preferences of customers in the 
upper ages should be given serious 
study. The older market is very 
brand conscious and loyal to the 
brand once it has been converted.” 
The Reeds also observed that “with 
more leisure time the retired man 
and woman will read newspapers, 
magazines and books more. Retired 
men and women are receptive to 
those products and services which 
offer the conveniences and com- 
forts of quiet but gracious living. 
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SINCE THE TURN OF THE CENTURY .. . 


. . one of the most phenomenal records of 


progress is that achieved by the automobile in- 


dustry. Our record of writing physical damage 


insurance for financial institutions is equally out- 


standing. We invite your inquiries as to how we 


can serve the requirements of your institution. 


AUTOMOBILE COVERAGES ALLENTOWN, PA. 


















They want to ‘enjoy their old age’.” 

Then there are political effects, 
some of which have already been 
observed in such movements as the 
grandiose plan of the 86-year-old 
Dr. Francis E. Townsend, with its 
platform of pensions for everybody 
over 60. The Townsendites claim a 
membership of about 5,000,000 in 
the United States, all of whom pre- 
sumably are voters. In Oregon they 
are trying to impose a tax of one- 
half of one per cent on gross income 
of business and individuals to pay 


$100 a month pensions to all over 
60. 


Farm Folk Move to Town 


The broad political aspects of our 
increasing percentage of voters in 
the older group has been made the 
subject of a study by Dr. John M. 
Maclachlan, professor of sociology 
at the University of Florida. He 
finds that the over-65 group in that 
state grew from 40,664 in 1920 to 
237,495 in 1950, a gain of 484 per 
cent. The next largest increase was 
in the 55-64 age group, which in- 
creased during the three decades 
from 52,290 to 236,030, or 351.4 per 
cent. All other age groups showed 
gains during the same period, but 
at lesser rates. Every age group 
above five years increased more 
slowly than its next older group. 


“Most of the increase in the 
older population of Florida,” says 
Dr. Maclachlan, “has come about 
through migration, much of it 
from distant states. If, as seems 
likely, this trend continues, dispro- 
portionate effects on the political 
complexion of the state may result. 
It is already apparent that the 
areas of the state which are closest 
to a two-party system are those 
into which much of the net immi- 
gration of the older citizens has 
poured.” 


Over-65 Group Gaining Rapidly 


Dr. T. Lynn Smith, also a pro- 
fessor of sociology at the University 
of Florida, contributed this thought 
in an article published by the In- 
dustrial Relations Research Asso- 
ciation: 

“A development now taking place 
in the United States may point to 
radical changes in the relative im- 
portance of the aged in the urban- 
influenced rural societies of the 
future. This is the already strong 
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In St. Petersburg, Fla., elderly persons sit in the sun and watch their dwindling world go by. 


tendency for elderly farm folk to 
take up residence in towns and 
cities along the Pacific and Gulf 
Coasts, particularly California and 
Florida. The migration of old peo- 
ple, large numbers of whom have 
spent their lives on farms, to those 
sections of the country already is 
running into hundreds of thousands 
each year, and the likelihood is that 
the movement will increase.” 


Of the 13,000,000 persons in the 
United States now 65 or older, 
about one-third are still wage 
earners or the wives of wage earn- 
ers; many are receiving old age 
assistance. Aside from those who 
support. themselves by earnings 
from employment or income from 
savings or annuities, the remainder 
are now largely supported by ben- 
efit payments from public and pri- 
vate programs, or assistance from 
public or private agencies or rel- 
atives and friends. In many in- 
stances Social Security payments, 
although in the aggregate a heavy 
drain upon the economy, are indi- 
vidually so small as to be insuf- 
ficient for support without other 
income. Under the Social Security 


Act as it now stands no person may 
earn more than $75 a month in a 
covered occupation and draw a 
benefit payment at the same time. 


Efforts to promote the employ- 
ment of persons beyond age 65 con- 
stitute one of the most important 
developments in the study of this 
problem. The assumption that a 
man should retire at 65 has largely 
been fostered by the Social Security 
Act itself and by some private pen- 
sion plans. Under emergency em- 
ployment requirements, such as 
existed during World War II and 
in the present defense program, this 
is easier than it would be if we were 
to have a business recession of more 
than modest proportions. If and 
when that happens, older workers 
will almost certainly be retired in 
order to “spread” available em- 
ployment. 

Florida, a haven for hundreds of 
thousands of retired persons, wel- 
comes them with open arms but 
fears that many who come without 
adequate financial resources may 
create a situation in the state not 
unlike the “ham-n’-eggs” move- 
ment that plagued California offi- 
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pe letterhead paper youll, | fud 
in of ices where decisions count/ 


COCKLETONE BOND 


Men who hold key positions in 
the nation’s industrial structure 
know the importance of selecting 
the proper letterhead to represent 
them. That is why Cockletone 
Bond is found in thousands of 
progressive firms. Executives 


\, prefer its sturdy feel ...its lively 


Li 


crackle... the rich shade of pure 
white. 

The moderate cost of Cockle- 
tone Bond will surprise you. Why 
not investigate the advantages 
of appointing this finer letter- 
head paper as your business 
representative? 


You can obtain business printing on Hammermill papers 
wherever you see this shield on a printer's window. 
Let the Guild sign be your guide to printing satisfaction. 


SEND THIS COUPON for the FREE Cockletone Bond Portfolio. It 


ERY RISER KN 


contains a wide assortment of good, modern letterhead designs. 
You'll find it helpful in improving or redesigning your present 
letterhead. We will also include a sample book of Cockletone Bond. 


Name 


Position 


Please write on, or attach to, your business letterhead. 


Cockletone 
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Shuffleboard is one of the favorite pastimes of pensioners and retired persons in such winter havens as California, Florida and Arizona. 


cials for many years. California, in 
fact, has not ceased to be affected 
by the great influx of retired per- 
sons in recent decades; in the fiscal 
year 1950-1951 she received the 
largest grants of federal assistance 
under the social security act of any 
state—a total of some $156,000,000, 
as against $107,500,000 for New 
York with its much larger popu- 
lation. (About 4,000,000 larger than 
California. ) 

Worried, but unwilling to with- 
draw the welcome mat, Florida 
recently inaugurated a comprehen- 
sive study of how it can provide for 
retired persons whose incomes are 
insufficient for independent living. 
The Florida State Improvement 
Commission was directed by Gover- 
nor Fuller Warren to study the so- 
cial and economic implications of 
mass migration of retired workers 
into the state. A citizens’ committee 
on retirement, appointed by the 
governor, declared: ‘“Florida’s re- 
tired people can be an invaluable 
asset, but at the same time may 
constitute a challenging problem.” 

Privately 
“villages” 


financed retirement 
of high-quality, low- 
rental houses and apartments is one 
of the solutions suggested. A typical 
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village would be near a city yet 
sufficiently rural to provide a quiet, 
homelike atmosphere. It would have 
about 500 dwelling units radiating 
from a community center which 
would provide recreation and other 
community life programs. The Uni- 
versity of Florida is working on this 
type of project. Earl P. Martinson, 
professor of industrial engineering, 
believes suitable accommodations 
can be provided at $35 to $40 a 
month for couples with incomes of 
$150 to $200 a month. Professor 
Martinson’s plan is to lay out the 
ground for maximum safety and 
low physical effort, so that resi- 
dents will be protected against 
traffic and other hazards. 


Migrants Become Bank Customers 


While many oldsters have mi- 
grated to California and Florida 
without much capital or income 
other than meager pensions or an- 
nuities, not all of the migrants are 
semi-indigent. Many of them buy 
homes and before doing so open 
bank accounts in or near the cities 
in which they intend to live. The 
Florida National Group of Banks, 
with more than a score of banks 
throughout Florida, finds that de- 


posit, trust and loan departments 
have all gained from the influx of 
retired persons from other states. 


A banker in St. Petersburg, where 
some 20 per cent of the residents 
are 65 or older, says that trust busi- 
ness has definitely increased as a 
result of migrations to that com- 
munity. “We in St. Petersburg are 
acutely aware of this fact,” he says, 
“because of the advanced age of the 
majority of our trust department 
clients who have moved to Florida 
in the postwar years. A factor which 
has contributed to many of these 
people choosing Florida for retire- 
ment is the minimum death tax in 
effect in this state. 


“It has been the experience of 
our trust department that many 
persons moving to Florida and 
establishing their residence here 
will transfer both checking and sav- 
ings balances to local institutions 
because of the difficulties that 
would arise in the administration 
of their estates should they leavé 
such balances in another state.” 


Generally speaking, oldsters do 
not make use of the consumer 
credit facilities of banks. As Virgil 
and Ruth Reed point out in the 


(Continued on page 34) 
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Banker acceptance 


for creating superior banking quarters. . 


from California 


ie 


Security State Bank, Turlock Exchange State Bank, Kansas City Trenton Banking Company, Trenton 


There are many reasons why we’ve won the acceptance 

and endorsement of bankers throughout this country and on 
foreign soil. Mainly, because we specialize exclusively 

in bank planning, designing, building and equipping. This enables 
us to design quarters that operate more efficiently, more 
economically, that help your personnel do a better job in less time. 
Accordingly, customer service improves, and so does new 

business. Regardless of the size of your project, you'll find our 
organization and services invaluable in helping you attain 

the finest possible quarters for the money you have to invest. 


Banco de los Colonos, Havana, Cuba 
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Headquarters: ST. LOUIS, 9Tu & Sipney Sts. + Offices in: NEW YORK, 103 Park Ave. 
ATLANTA, Western Union Bipc. « SAN FRANCISCO, Mecuanics Instirute BLpo. 


Operating in Latin America as: EDIFICIOS PARA BANCOS, S. A. ¢ Headquarters: MEXICO D. F., MEXICO 
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With Re@@irdak Single Posting 





# can add 2/3 hours of productive working time 
to the bookkeeper’s day when you adopt Recordak 
Single Posting. 

Then . . . there’s only one record to post . . . and only 
one posting a day. 

The bookkeeper posts all items—in a single run— 
to a statement, which serves as the ledger during the 
month. Then it is microfilmed (for the bank’s con- 
tinuous record) and sent out with the customer’s 
checks, which were photographed when paid. 

This way, two bookkeepers are not tied down to the 
same series of accounts as they are in dual posting 
routines. And they do not spend hours duplicating each 
other’s work . . . handling the same records, time after 
time. 


This, of course, means important savings for you— 


1. Each bookkeeper can handle 
many more accounts—with less 
fatigue . . . greater accuracy. 

2. You can reduce your bookkeep- 
ing machine requirements substan- 
tially—as much as 40% . . . there- 
by reclaiming valuable floor space. 


3. You can cut your stationery costs in half—no more 
ledger forms to order. 


ECORDEK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming— 
and its application to banking systems 


The Recordak Duplex Micro- 
filmer—one of the models now 
offered on an attractive purchase 
or rental basis. 


**Recordak” is a trade-mark 


In addition, you, and your depositors as well, are pro- 
tected against loss, carelessness, and fraud—as never 


before. 


Your Recordak microfilm copies are a photograph- 
ically accurate and complete record of all items 
handled by your bank . . . and can’t be tampered with 
or altered without detection. They can be filed at your 
finger tips—in as little as 1% of the space required for 
bulky ledgers—ready for immediate review in the 


Recordak Film Reader. 
What’s more, duplicate film copies, if desired for 


vault storage on or off the premises, can be made in 
the original microfilming operation. 
7 7 7 


Get full information on Recordak Single Posting— 
the standard bookkeeping system now in operation in 
thousands of banks; also details on the 
complete line of Recordak Micro- 
filmers now offered on an attractive 
purchase or rental basis. Write today = 
for a free copy of “In Bank After 

Bank After Bank.” Recordak Cor- 

poration (Subsidiary of Eastman 

Kodak Company), 444 Madison 

Avenue, New York 22, N. Y. 
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Manager, Library, Continental Illinois National Bank and Trust Company of Chicago. 


Library Services for the Asking 


By GWLADUS JONES 


Manager, Library, Continental Illinois National Bank and Trust Company of Chicago. 


realize what a wealth of in- 

formation might be his for 
the asking? Does he know that his 
big-city bank stands ready and 
willing to share with him a library 
bulging with technical books, peri- 
odicals, trade journals, investment 
services, government publications, 
and the like, running into thou- 
sands of items? In grandfather’s 
day we would have been too far 
away to be immediately helpful to 
him, but today, with planes, trains, 
telephones and teletype, we are al- 
most at his doorstep. 

“At your mercy,” writes one 
banker, when asking the Conti- 
nental Illinois library for an ex- 
planation of the factors that govern 
the supply and use of reserve funds 
in the Federal Reserve Bank. But, 


D= THE CORRESPONDENT banker 


30 


he knows from experience that we 
will make every effort to send him 
material that will answer his ques- 
tion. 


Old “Chronicle"’ Files Available 


Is it necessary for you to appraise 
the estate of a customer? Or, for tax 
purposes, do you have difficulty in 
finding security quotations for the 
date desired? The Continental Il- 
linois library assists the bank’s 
special service division in preparing 
countless long lists of stock and 
bond quotations for correspondent 
banks. For these we turn to the fi- 
nancial librarians’ pride and joy 
“The Commercial and Financial 
Chronicle” which we have in bound 
volumes back to 1867, one of the 
most nearly complete collections of 
this periodical in the Middle West. 


The National Quotation Bureau 
books date back to 1920, and the 
current newspapers come in handy. 


Another valuable asset is our col- 
lection of stock and bond prospec- 
tuses issued since the establishment 
of the Securities and Exchange 
Commission in 1934. Our corpora- 
tion files contain proxy statements 
and annual reports of some thou- 
sands of corporations, some dating 
back to 1929. And customers are 
delighted to know that we keep a 
duplicate file of the current year’s 
annual reports, some of which they 
may keep if they wish. 

Many correspondent bankers 
bring us not only their own prob- 
lems of research and statistics, but 
occasionally those of their custom- 
ers. Has a customer of your bank 
ever handed you some stock certifi- 
cates or bonds, yellow with age 
and long forgotten, which he found 
at the bottom of his safe deposit 
box? For help in determining the 
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value of such securities, our bond | 
department relies on us to check our 
Marvyn Scudder and Robert D. | 
Fisher Manuals of Valuable and | 
Worthless Securities. We dislike to 
report that a company’s charter has 
been forfeited and that the stock is | 
worthless. Sometimes there is a | 
little ray of sunshine, and we can 
say that liquidation payments are 
being made on the stock. 

A country banker has trouble ob- | 
taining a certain magazine. We find | 
that several years ago the publica- | 
tion changed hands and was given a ! 
new name. A banker is called upon 
to give a talk, and asks help in | 
getting reference material together. | 
Many tasks are much more involved, | 
and require long hours of research. | 
But all are given the same interest 
and consideration in the Continental | 
Illinois library. If a question is tech- | 
nical and beyond the scope of a | 
financial library, that does not stop 
us, as our friendly “give and take” | 
relationship with other “special” 
libraries enables us to borrow the | 
information. 

And, turning aside occasionally 
from the would-be elusive statistics 
of business and banking, we con- 
sider it a privilege to be asked to 
select a best-seller for a convales- 
cent banker in the hospital. 

Our service, although unusual, is | 
not unique. There are 248 members | 
in the financial group of the Special 
Libraries Association of which we 
are a member. Many large banks in 
principal financial centers maintain 
such a library, all eager to assist | 
bankers who do not find it feasible | 
to have a library of their own. 





Management Succession Held 
Responsibility of Directors 

Bank directors who fail to pro- 
vide for systematic cultivation and | 
promotion of executive talent with- | 
in their own institutions, and who 
look instead to absorption by some 
other bank when faced with the | 
problem of replacing a president, | 
perform no service for stockholders, 
depositors or banking as a whole. 

This, in substance, is the opinion 
of William A. Lyon, Superintendent 
of Banks, New York State, as given 


to the graduating class of the New | 


York Chapter, American Institute 
of Banking. 
“I should say,” Mr. Lyon told the 





class, “that it is as much a part of 
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“The rise of defalcations as the greatest 
single cause of bank failure has grave 
implications for deposit insurance. 


“It has required the diversion of resources 
which were intended for other purposes. 
More than that, it has revealed the inade- 
quacy of resources which banks them- 
selves have provided against such losses. 


“From the beginning of deposit insurance 
to the end of 1951, 106 insured banks have 
closed their doors because of defalcations. 


“The 106 cases involved defalcations of 
almost $15,000,000; fidelity bonds held 
by the banks and designed to protect them 
from this loss were less than $3,000,000.” 


— From a speech by H. Earl Cook, Director, 
Federal Deposit Insurance Corp., before 
the Independent Bankers Association 


What’s the status of your bank’s fidelity protection? 


Is it the latest and broadest form of coverage? 


Does it adequately cover your loss exposure as measured 
by the number and amount of your deposits, your 
auditing procedures and other relevant factors? 


Unless you can answer yes to both questions, you will be wise 
to call our local agent today and tell him you would like to 
have one of our specialists review your bonding program and 
advise you. This service won’t cost you a penny and may be the 
means of saving you from a painfully expensive experience. 


Remember, the FDIC insures only a bank’s DEPOSITORS 
against losses resulting from defalcations. It does NOT reim- 
burse stockholders. It does NOT restore capital funds. It does 
NOT lessen the need for adequate fidelity coverage. 


age 
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! BLANKET BONDS; BURGLARY AND 
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Fipevity posit COMPANY 
Baltimore Maryland 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 





Save 
up to 
10% 


ON INSURANCE 
FOR AUTOMOBILES 
FINANCED BY BANKS 


Specifically designed for 
banks dealing directly with 
the public. 


Provides regular insurance 
coverage on financed auto- 
mobiles at approximately 
20% below standard rates. 


The 20% saving in insurance 
cost, is equivalent on some 
cars, to as much as a 2% 
saving on an unpaid balance. 


Offers time-saving features 
of a master policy—certifi- 
cates of insurance and sim- 
plified rate charts. 


A stock company facility 
available through your local 
insurance agent. 


WRITE TODAY 
FOR BOOKLET 3 


CHUBB & SON 


CHUBB & SON 


Underwriters 
90 John Street, New York 38, N. Y- 
Branch Offices 


Atlanta « Chicago « Dallas 
Los Angeles « Montreal « Pittsburgh 
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the responsibility and obligation of 
a bank’s board of directors to build 
up management reserves as it is to 
establish and maintain a loss re- 
serve for assets. Where a board acts 
as though it considers its operating 
head as not only immortal but im- 
mune to incapacity through illness 
as well, that board is not doing its 
full job by the stockholders. The 
bank departnmient would turn a 


| deaf ear to a man who came to it 
| for a bank charter with the ex- 
| planation that he wanted to operate 


the bank‘only until he was ready 


| to retire in another ten years, at 


which time he would either liqui- 


| date the bank outright or merge 
| it. Good management implies provi- 
| sion and planning for succession.” 


When bank directors insist that 


| they have to sell out because there 
is no one to take the helm it simply 
| means, 


said Mr. Lyon, that the 
board has been indifferent to its 
responsibility. “It denotes anemia 


| in the will to survive; it is a form 
| of corporate illness,” the speaker 
| added. 


“If we can restore commercial 


| banking to a better earnings status,” 


Mr. Lyon continued, “we can ex- 


| pect, I think, that private indi- 


viduals will place as high a value 
on bank stocks as other banks do. 


| In that connection, I would like to 


speak a cautionary word to those 


| banks which are coasting along now 
| without making provision for man- 
| agement succession and are count- 


ing on a merger at some later day 
to solve the problem for them. The 
reminder and warning is this: bank 
mergers are fairly easy to bring 
off in boom times but are often most 


| difficult to arrange in hard times. 


When times are bad and _ losses 


| mount, nearly every shop has head- 


aches enough of its own without 
taking on somebody else’s. Any 
market that exists then is the 


| buyer’s, not the seller’s. 


“Let me repeat: a replacement 


| program extending all the way 
| through the ranks to the top is 
| actually an obligation of directors 


when they take their seats on the 
board. .. . Some of you undoubtedly 


| will rise to the top in banking in 
| the state and nation 

| your turn comes at the command 
| posts speak with the clear-sighted- 
| ness and understanding that your 
| Institute training has given you.” 


School Savings To Spread 
Gospel of Democracy Abroad 


The school savings program of the 
Society for Savings in Cleveland 
has been selected by the State De- 
partment for exportation under the 
label “The American Way of Life.” 
The State Department, through 100 
embassies and consular offices, is 
going to distribute kits containing 
actual photographs of the school 
savings department in action. These 
kits will be distributed to the news- 
papers in 75 foreign countries. 

Pin-point coverage of particular 
overseas sections will be achieved 
by using pictures and stories of 
Cleveland school children born in 
the sections covered and now par- 
ticipating in the Society’s savings 
plan. This application of “local boy 
makes good” is expected to be ex- 
tremely effective. 

Mervin B. France, president of 
the Society, thus states the attitude 
of the bank: “When a person has 
been able to gather together some 
savings—small as they may be—he 
learns responsibility and respect for 
individual rights—his own as well 
as others’. If in our way we can 
help to inculcate that feeling of 
respect for individual rights into the 
youth of other countries, we will 
feel we have made a definite con- 
tribution to world peace.” 

Mr. France speaks with authority 
on the subject. His school savings 
department co-operates with 214 
schools and has deposits of almost 
three and a half millions. The 
Society -has over 100,000 school 
savings accounts, each one repre- 
senting a citizen of the future who 
is being trained in habits conducive 
to good citizenship. 


Let's Talk It Over 


While the so-called theorist has 
pontificated in a vacuum from his 
ivory tower, businessmen have a 
tendency to talk to one another 
and to overlook the viewpoints of 
other groups. Not only must all of 
the essential economic facts be re- 
peatedly presented, but also there 
must be a clarification of issues and 
a sympathetic understanding of the 
motivations and aspirations of all 
groups. This can be most effectively 
done by the democratic process of 
a give-and-take discussion at the 
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In providing blanket bonds and other types of in- 
surance coverage to the leaders of American in- 
dustry, we have broadened our experience in many 
fields and obtained an intimate knowledge of pro- 
tection problems which enables us to write bonds 
to fit your requirements. It is one of the reasons 
why the leaders of the American Banking Industry 
favor United States Guarantee bonds. 


__ UNITED STATES GUARANTEE COMPANY 


FIDELITY CHUBB & SON, Managers 
SURETY Bae 
CASUALTY NEW YORK CITY 


AVIATION INSURANCE THROUGH ASSOGIATED AVIATION UNDERWRITERS 
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CORRESPONDENT 
ACCOUNT COVERS 


CALIFORNIA 


One account with Bank of 
America (in either Los An- 
geles or San Francisco) gives 
you direct routing through- 
out the state—enabling you 
to send your items direct to 


more than 300 communities. 


This time-saving service 
is made possible in Cali- 
fornia by Bank of America's 
state-wide system of branch 
banking. 


Bank of America 
Travelers Cheques 
are known and honored throughout 
the world. Sell them to your customers. 


Bank of America 


NATIONAL fRN5V22 ASSOCIATION 


MEMBER FEOERAL DEPOSIT 
INSURANCE CORPORATION 








community and organization level. 
Out of such discussion there un- 
doubtedly would come constructive 
suggestions for improvement. After 
all, private enterprise is not perfect, 
any more than are other institutions 
run by human beings. But with all 
of its defects, it is the best system 
yet devised for supplying material 
wants of the people. 


While the teachers and clergy 
should be better informed on eco- 
nomic issues, businessmen should 
have a more profound understand- 
ing of the serious handicaps that 
too often the schools and churches 
labor under in order to carry out 
their tasks. These institutions are 
indispensable allies of private en- 
terprise in that they provide train- 
ing and a climate of honesty and 
fair dealings. Businessmen should 
not only provide more liberal fi- 
nancial support for these institu- 
tions but should participate more 
actively in their affairs. 


With the American system hang- 
ing in the balance, all concerned 
about its preservation should form 


How Big A Problem... 


(Continued from page 26) 


magazine article referred to in an 
earlier paragraph of this discussion, 
retired persons are inclined to be 
more conservative in their buying 
habits than younger people who are 
still wage-earners or producers. 
Nevertheless, the installment loan 
experience of Florida banks with 
individuals who have retired from 
employment or business has been 
favorable. 


It would be a mistake, however, 
to assume that the migrations of 
retired persons to Florida, Cali- 
fornia and other mild climes is 
largely a matter of local concern 
in these localities. The rising na- 
tional cost of Social Security, pri- 
vate pension plans, old age assist- 
ance and other benefits to those who 
no longer produce wealth has al- 
ready reached staggering propor- 
tions. And the end is not yet in 


sight. 


Suggestions 


The First National Bank of 


| Boston periodically lists in its staff 
| publication, “about The FIRST” the 
| names of staff members who have 


a united front in this hour of crisis, 
The areas of common interest 
among the various groups are much 
more numerous and fundamental 
than the fringes of disagreement. 


A nation that became the “melt- 
ing pot” of many races and nation- 
alities with varied social, economic, 
and religious backgrounds should 
be able to create unity among the 
groups having diversified views on 
economic issues. 


Powerful subversive forces from 
without our borders as well as from 
within are consciously or unwit- 
tingly striving to destroy our way 
of life. The areas of freedom shrink 
with the mushroom growth and 
staggering costs of Big Government. 
The fundamental issue is sharply 
drawn and crystal clear—individual 
freedom or totalitarianism. Unless 
there is unity for the common cause, 
freedom can be lost by default 
through ignorance. For it is re- 
corded: “Where there is no vision, 
the people perish.”—New England 
Letter, published by The First Na- 
tional Bank of Boston. 


submitted suggestions to the man- 
agement. Such a list appeared in a 
recent issue of the magazine, pre- 
ceded by the following: 

“We all have an opportunity to 
get our name on this list by simply 
applying a questioning attitude to 
each step of our particular job. 
Many improvements in operating 
procedures and services to custom- 
ers have resulted from staff mem- 
bers applying to their work the 
following five easily remembered 
questions: 

1. WHAT is being done in each 
step of the operation and why 
is it being done? 

. WHERE is it being done and 
why is it being done there? 

. WHEN is it being done and 
why is it being done then? 

. WHO is doing it and why? 

. HOW is it being done and 
why is it being done that way’ 

Let us apply these questions 
our work and see what ideas they 
suggest!” 


| can live two months on a 


good compliment. 
—MARK TWAIN 
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How much does 


a Pension Plan 
Cost? 


There’s no easy answer to that one. 
It depends on too many variables 

. on the company concerned 
and benefits sought . . . on the age 
of employees, the type of plan. 


But you don’t need an actuary 
to point out that increased income 
from any pension fund automat- 
ically means lower costs or greater 
benefits—and sometimes both! 


So perhaps that explains the in- 
creasing attraction of trusteed 
plans for so many companies... 
why many of them have come to 
us for help in realizing a more 
satisfactory return on their in- 
vested funds. 


Not that we’re pension plan 
experts ... 


Or trust fund administrators, 
either. 

But over the years, our Research 
Department has been asked to 
pass on the merits of thousands of 
different portfolios . . . 


To comment on 
securities ... 


individual 


To make sensible suggestions 
aimed at increasing yield—with- 
out impairing stability. 

As a matter of policy, we make 
no charge for this service, either. 
If you'd like to know what we 
think of any portfolio that inter- 
ests you, just write—in confidence 
of course—to John F. Sullivan, 
Partner— 


MERRILL LYNCH, 
PIERCE, FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
Offices in 103 Cities 














Principles of Human Relations 


By Norman R. F. Maier. Published by John 
F. Wiley & Sons, Inc., 440 Fourth Avenue, New 
York 16, N. Y. 474 pages. Price $6.00. 

How can management handle the 
coffee drinkers who turn valuable 
business hours into social soirees? 
What to do about the employees 
who are washed and waiting around 
the time clock anywhere from five 
to ten minutes before it rings? 

Dr. Maier’s approach to these 
and other management problems is 
the result of extensive research and 
study in the field of human rela- 
tions. He has worked and written 
for a quarter-century on physio- 
logical psychology, learning theory, 
conference leadership and industrial 
psychology. In 1938, the American 
Association for the Advancement of 
Science awarded him a’$1,000 prize 
for his research on frustration, the 
only award of its kind to date. 

The employer confronted with 
workers whose habits throw whole 
departments out of kilter several 
times a day is found in hundreds of 
case histories cited by Dr. Maier to 
illustrate not only the problems but 
the new techniques for solving 
them. The author also presents ef- 
fective methods of teaching others 
to use these techniques. 


Business Fluctuations 


By Robert A. Gordon. Published by Harper 
& Brothers, 49 East 33d Street, New York 16, 
N. Y. 624 pages. Price $5.00. 

This book was designed primarily 
as a text for college courses, but it 
is so well written and so neatly or- 
ganized that it is valuable to anyone 
interested in the study of business 


cycles. There is less theory and more 
fact than. you will find in most 
textbooks on the subject. Moreover, 
it is thoroughly up to date, cover- 
ing developments well into 1951. 


The author is a professor of eco- 
nomics at the University of Cali- 
fornia and a contributor to the 
Conference on Business Cycles re- 
cently published by the National 
Bureau of Economic Research. He 
is presently engaged in a study of 
the business cycle history of the 
inter-war period, for which he has 
been given a grant of money from 
the Rockefeller Foundation. 


Many bankers who have studied 
the business cycle problem have 
been impressed with the very real 
limitations of data on national in- 
come. Professor Gordon points out 
that all estimates of national income 
must necessarily be arbitrary in the 
sense that discretion must dictate 
what goods and services are in- 
cluded and how they are valued. 
All in all, it’s a worthwhile book on 
a tremendously important subject. 

Economic stability is like most 
ideals: we may never achieve 
them, but we’re bound to keep on 
trying. 


Make Your Business 
Letters Make Friends 

By James F. Bender. Published by the Mc- 
Graw-Hill Book Company, Inc., 330 West 42d 


St., New York 18, N. Y. 250 pages. Price 
$3.50. 


When you write a business letter, 
do you realize that you are sending 
out a personal envoy, a supersales- 
man, a moderator, conciliator or 


Our price system is made up of many different kinds of prices—wage 
rates, interest rates, rents, stock market quotations, commodity prices, 
wholesale prices, retail prices, charges for professional services, and many 


others. 


All of these prices are continually fluctuating in response to under- 


lying conditions of supply and demand, and in so doing they direct every 
phase of economic activity. . . . The price mechanism is probably the only 
possible device yet conceived which can weld the personal and individually 
determined preferences, desires, and ambitions of men into a social 


order. 


delicate price dictation . 


. . . Under a regime of governmentally fixed prices the c 
of democratic institutions is impossible. 


tinuance 
. . . A government undertaking 


. . could tolerate no criticism. 


—WINTHROP W. ALDRICH 
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OWN THIS SPOT. 


about how fo increase typing production? 


you won’t be after a “‘production plus” test * 


on the new Ebel Contny- 


Yes, a new Remington Electri-conomy can step up your typing 
output as much as 50% .. . get you “‘off the spot” fast! 

Use this amazing machine for all your bank typing—for 
correspondence, credit reports, securities and trust records, 
vouchers and payrolls. Its electric ease-of-operation increases 


typists’ speed and accuracy, gives their morale a boost as well. 


See a demonstration of this famous Electri-conomy today. 
You'll quickly see why it’s the favorite electric typewriter 
with banking houses coast-to-coast! 


* For FREE informative Electri-conomy Test in your bank or 
FREE booklet “Take a Letter” (RE 8499) write Remington 


e 72 Rand, Room 2429, 315 Fourth Ave., New York 10, N. Y. 
a £. y ~¢ 
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counsellor? Do you understand that 
your letters are an index of your 
personality and a record of your 
achievement? 

Your personality expresses itself 
much more finally through your 
letters than through your spoken 
words. The former are filed and 
referred to again and again. The 
latter, unless they get into print for 
some reason or other, are in large 
part quickly lost and forgotten. 

Dr. Bender, out of his experience 
as a business consultant, has written 
a practical, helpful book on one of 
his favorite subjects. Some of his 
recommendations for improving the 
force and clarity of your commer- 
cial correspondence are “Begin 
right; go straight to the point; be 
courteous and tactful; be yourself, 
and follow correct usage.” 

The real value of Dr. Bender’s 
book is that it shows the reader 
how to measure his or her letter 
writing ability; how to develop 
style; how to avoid wasteful words, 
poor organization and trite expres- 
sions; and how to write dynamic 
letters that really sell. Other useful 
features include a list of 1,000 words 
most often used; a brief catalogue 
of common business terms; a list 
of 86 “don’ts,” and a summary of 
right and wrong usage. 

None of us is so proficient at letter 
writing that he cannot profit from 
some portion of the Bender book. 


Compensation and Incentives 
For Industrial Executives 

By Robert S. Fetter and Donald C. Johnson. 
Published by Indiana University Press, Bloom- 
ington, Ind. 208 pages. Price $5.00. 

In these days of internal and ex- 
ternal stress, many of us are more 
than ordinarily concerned with 


preservation of “the American 
way.” It has been suggested that 
one of the very great dangers to 
our “way” is the probable drying 
up of old sources of risk capital. 
Authors Fetter and Johnson believe 
that a far greater danger is that the 
supply of high quality leadership 
will disappear. When adequate in- 
centives exist, they say, able men 
will find capital. Without adequate 
incentives, the whole system falls 
apart. 


In the 19th and early 20th Cen- 
turies many men were inspired to 
great industrial and commercial 
achievement by the knowledge that 
they could build huge personal 
fortunes from. successful ventures. 
Private gain such as the Rocke- 
fellers, the Carnegies and the Van- 
derbilts once accumulated is no 
longer possible. Today, we regard 
the accumulation of wealth as some- 
how antisocial. We impose income 
taxes so steeply progressive that 
large salaries mean little more than 
larger payments to government. We 
expect executive effort to get most 
of its stimulus from environmental 
factors, such as better working con- 
ditions, non-financial recognition of 
accomplishment and measures de- 
signed to enhance the strength of 
so-called loyalty ties. 

These factors undoubtedly are 
important, but the data and opinion 
upon which Messrs. Fetter and 
Johnson base their intriguing study 
do not suggest that money incen- 
tive has lost its importance. It 
would be more accurate to say that 
the Fetter-Johnson study clearly 
indicates the need of further and 
more comprehensive research upon 
the subject. 
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Lloyd's 


By C. E. Golding and D. King-Page. Pub- 
lished by McGraw-Hill Book Company, inc., 
330 West 42d St., New York 18, N. Y. 220 
poges. Price $4.50. 

Although “Lloyd’s of London” is 
an almost universally known 
phrase, it is doubtful that many 
Americans understand the true na- 
ture of this internationally famous 
institution. Messrs. Golding and 
King-Page have undertaken, for the 
first time in our knowledge, a com- 
prehensive, entertainingly written 
explanation of Lloyd’s setup and 
how it operates. 

There are records to show that 
marine insurance policies were 
written as far back as the 14th 
Century. A “chamber of insurance” 
existed in Bruges, Belgium, in 1310 
through which merchants could in- 
sure their goods while in transit on 
the high seas. None of these policies 
were issued by insurance com- 
panies, for no marine companies 
were in existence prior to 1720. 

By that time London was already 
an old and populous city, with a 
large business community inter- 
ested in maritime trade. Lloyd's 
had begun business in 1688 as a 
coffee shop. Edward Lloyd, the 
proprietor, was interested in ship- 
ping and his coffee shop frequently 
was used for the public auction of 
vessels and cargoes. For these rea- 
sons, it was natural enough for men 
with similar interests to frequent 
the shop. 

From these_ circumstances 
emerged the institution which is 
fundamentally unchanged but al- 
ways changing. From a small group 
of brokers and underwriters inter- 
ested almost solely in marine insur- 
ance, Lloyd’s has grown into a huge 
organization whose members wrii¢ 
nearly all forms of insurance. Many 
of its 1952 members are direct de- 
scendants of the original group and 
to this day attendants are known 
as “waiters.” 


Business Forecasting 


By Frank D. Newbury. Published by the Mc- 
Graw-Hill Book Company, Inc., 330 West 42d 
Street, New York 18, N. Y. 273 pages. Price 
$4.75. 

Business forecasting ig usually of 
two kinds: the “hunch” type, based 
on guess or intuition, or the vt 
ganized type which follows a defi- 
nite set of economic principles. 
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another thing, you'll like their service! 


av 


& veRY bank strives to give the kind of service that customers take 
-* pleasure in commending. How about your picture? Is there any 
detail lacking? Do the checks you supply give your customers real cause 
for pride in using them? Thousands of bankers have found that the 
safety and fine appearance of checks lithographed on La Monte Safety 
Papers earn approval from the most exacting customer. Here is a service 
angle worth consideration. Why not ask your lithographer for samples 
or... write us direct. 


™ 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES ® ARE A LAMONTE TRADE-MARK 


Otteber, 1952 39 





The former had its hey-day in this 
country during most of the 18th and 
19th Centuries, when statistical data 
were difficult to get. In our own time 
there is a wealth of information 
upon which businessmen may base 
important decisions. 


As a consulting economist and in 
his former capacity as vice president 
of Westinghouse Electric Corpora- 
tion, Author Newbury has had con- 
siderable experience with fore- 
casting as a management tool. His 
methods were first published in 
abbreviated form in Industrial 
Marketing, a Chicago publication, 
in the Fall of 1948 and in January, 
1949. In the present volume, they 
are treated at much greater length 
and related more closely to the 
status of investment spending and 
other monetary factors which nor- 
mally influence business activity 
and prices. 


Mr. Newbury recognizes the ex- 
istence of that rare psychic phe- 
nomenon, the forecasting genius but 
he says of these unusual individuals 
that they can no more explain the 
“hows” and “whys” of their methods 
than they can explain the voluntary 
processes of a healthy digestion. For 
most business an organized plan 
will be necessary. And for the 
skeptic, the author has this advice: 
any organized plan of forecasting 
is better than no plan at all! 


Methods of forecasting national 
production and national income are 
presented in detail. Forecasting by 
the extension of past experience is 
covered by descriptions of the pro- 
jection of trends, by correlations 
and by a careful analysis of business 
cycles. The last three chapters of 
the book deal with the forecasting 
of the Federal Reserve indexes of 
production, prices and sales. 


“You oughta put in gas pumps and we 
could kill two birds with one stone .. ." 


OUR MONEY WORDS 


Do you know where and how they originated? 


—By Webb B. Garrison— 


Dollar 


Early in the 16th century, Ger- 
man prospectors discovered a rich 
silver mine in the valley, or thal, of 
St. Joachim. This property was 
owned by a Bohemian nobleman. 
In 1519 he began striking coins of 
the silver. Coming as it did from 
St. Joaehim’s thal, such a coin was 
called a Joachimsthaler; later it was 
abbreviated to thaler. 


Many of the silver pieces entered 
international trade, and various na- 
tions issued equivalents. Among 
these was a Spanish coin worth eight 
reals. Careless pronunciation of 
“thaler” transformed the Spanish 
coin to dollar. 


Quite a few Spanish dollars cir- 
culated as far north as New Eng- 
land. Hence the name was familiar 
to many of the leaders in the Con- 
tinental Congress. After the open 
break with England, the rebellious 
colonies were forced to set up a new 
monetary system. 

Naturally, they were reluctant to 
use any money names established 
by the parent country. So they bor- 
rowed the name of the Spanish piece 
and made the dollar their basic unit. 
First struck in 1794, American dol- 
lars were valued only in terms of 
silver until after the Gold Rush of 
1849. 


Gazette 


Long popular as a name for news- 
papers, gazette is now loosely used 
to stand for papers in general. On 
the surface, it does not betray its 
relationship to the family of money 
words. 

Actually, the newspaper term 
takes its name from an obscure 
Venetian coin. Issued for use in 
foreign trade, the gazetta varied in 
value from less than-a farthing (% 
cent) to about three farthings. It 
was in use for at least three cen- 
turies. 

About 1550, a Venetian publisher 
brought out one of the earliest of 


newspapers. He either sold copies 
for one gazetta, or charged that 
sum for the privilege of reading it. 
Most scholars favor the latter view. 
At any rate, the paper came to be 
associated with the coin paid by the 
reader and was itself popularly 
called “the gazetta.” Adopted by 
English journalists, the coin-named 
sheet became known as a gazette. 


Angel 

Few problems in language have 
attracted more interest than the 
use of angel to stand for the fi- 
nancial backer of a doubtful enter- 
prise. But the term has had a place 
in financial lingo for 500 years. 

In 1461, Louis XI seized the 
throne of France. One of his first 
acts as monarch was to strike a coin 
in commemoration of his coronation. 
He wished to portray himself as a 
deliverer of his people, so decorated 
the coin with a representation of the 
Archangel Michael standing with 
his foot on a slain dragon. It was 
inevitable that the coin bearing the 
archangel’s image should come to 
be called an angel. 

Apparently the piece created 
quite a-stir in financial circles. In 
1465, Edward IV of England decided 
to copy it. His gold angel was valued 
at 6 shillings 8 pence. It was this 
coin which came to be used in the 
ceremony of “touching.” Scrofula, 
or tuberculosis of the bones, was 
widely prevalent. According to 
popular belief, a victim could be 
cured by a touch from his king. 
Upon touching a_ sufferer, the 
monarch presented him with an 
angel. 

Colonists in Massachusetts bor- 
rowed the old coin-name and in 
1713 issued a ten-shilling bill of 
credit which they called the angel. 
A person with a pocketful of these 
bills was prosperous; he had funds 
to treat his friends and to invest. 
So by the middle of the 18th cen- 
tury, a person investing in a risky 
enterprise was known as its “angel.” 
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Here’s a new multi-purpose machine 
that can speed the work in every 
banking department —Commercial, 


n > : " ‘ 
ance proof Savings, Proof, Bookkeeping, Loan, Trust, General Ledger. 


bal 
id and new 
’ p totals and 


ith grou 
, alances W! 
trial b net grand total 


This beautiful new Burroughs has two accumulating registers 
. . adds and subtracts in either or both . . . accumulates 
individual group totals and the grand total simultaneously, 
daily statement without recapping. 


general listing An exclusive alternating register control permits the 
others machine to store successive amounts alternately in the two 
and many registers, automatically. Easy-to-read symbols to the right 


of every amount instantly identify all machine operations 
and register used. 


Beunnorsghs, does belch, 


Let your Burroughs man show you this all-new Burroughs 
in action. Available in 10-column and 13-column models, 
with wide or narrow carriage. 


Burroughs Adding Machine Company, Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S 


: * 
Burroughs = 
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Rand McNally and Co., 536 So. Clark St., Chicago 5, Ill. 
Please have buying information sent us on the items circled above. 
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Check What You Need And Mail This Form 


. Addressing Machines 

. Air Conditioning 

. Architects and Builders 
. Bandit Resisting Enclo- 


sures and Alarm Systems 
Bank Building Fixtures 


. Banking by Mail Envelopes 
. Binders, Check, Book- 


keeping, Ledger 


. Bookkeeping Equipment 
. Bronze and Brass Signs 
. Bulletin Boards 

. Calculating Machines 

. Chairs, Posture, Office 

. Changeable Signs 

. Checks 

. Check Book Covers 

. Check Cancelling 


Perforators 


. Check Desks 

. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 

. Checking Account Plans 
. Christmas Savings Clubs 
. Clocks—Outdoor 

. Coin Bags 

. Coin Boxes 

. Coin Changers 

. Coin Counting Machines 
. Coin Counting and Pack- 


aging Machines 


32. 
33. 


Coin Envelopes 
Coin and Currency Trays 


34. Coin Wrappers 


35. 


Counter Screens 


. Coupon Books 
. Currency Straps 
. Dating Machines and 


Stamps 


. Deposit Ticket Files 

. Desk Lamps, Fluorescent 
. Desk Pen Sets 

. Doors, Bronze, Aluminum, 


Stainless Steel 


. Duplicators 
. Expanding Filing 


Envelopes 


. Filing Cabinets 
. Forms, Machine 


Bookkeeping 


. Forms, One-Time Carbon 
. Forms, Continuous 

. Grilles and Gates 

. Inter-Office Communi- 


cating Systems 


. Interest Tables 
. Ladders 
. Lighting Systems, 


Fluorescent 


54. Locking Envelopes 


. Maps 
. Metered Mail Systems 
. Name Plates and Desk 


Signs 





One operator handles both the mechanical card finder and the facsimile transmission system 
connecting all branches of the County Trust Company with its central file. 


. Night Depositories 

. Night Depository Bags 
. Pass Books 

. Past Due Notices 


. Pay Roll Envelopes 
. Personalized Checks 


64. Personal Loan Advertising 


. Personal Loan Systems 


66. Photographic Bank Systems 


. Proof Machines 

. Railings 

. Recorders, Voice 

. Rubber Shamps 

71. Safes, Fire and Burglar- 
roof 


. Safe Deposit Boxes 

. Safe Deposit Records 

. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 


Seals, Coin Bag 


. Seals, Corporation, 


Notary, etc. 


. Storage Files 

. Time and Delayed Time Locks 
. Time Stamps 

. Travelers Checks 

. Trucks, Tellers 

. Typewriters 

. Typewriter Stands 


Vaults 


. Vault Trucks 
. Vault Ventilators 
. Visible Records 


89. Window and Lobby Displays 





New Electric System Links 
Westchester, N.Y. Branches 


Mechanization has advanced an- 
other long step in the 23 West- 
chester County offices of the County 
Trust Company, White Plains, N.Y. 
“Customfax,” a facsimile telegraph 
system developed by Western 
Union, and “Simplafind,” a motor- 
ized card finding device developed 
by Simpla Research & Manufactur- 
ing Co., Inc., New York, N.Y., soon 
will enable a teller at any branch 
to examine records in the home 
office central file in a matter of 
seconds. 

When, for example, a signature 
verification is desired at any branch, 
an operator at the central file 
touches the proper button on the 
Simplafind card file. In three sec- 
onds, the signature card is located 
and placed on a scanning drum 
which transmits a facsimile of the 
customer’s signature to the office 
where it is needed. The miniature 
reproduction devices, called “Desk- 
fax,” take up less than a square foot 
of space on a counter or desk. 

County Trust Company is widely 
known as a pioneer in the mechani- 
zation and electrification of bank- 
ing routine. A complete IBM in- 
stallation in its White Plains office 
handles virtually all of the bank’s 
extensive bookkeeping and ac- 
counting operations, including com- 
putation of payrolls, withholding 
taxes, business development rec- 
ords, control of unsecured and col- 
lateral loans and bookkeeping for 
the trust department. All special 
checking account operations, in- 
cluding credits, debits, charges and 
the issuance of statements are 
electrically mechanized. In 1949, 
the bank introduced “Electronic 
Checks” which are prepunched to 


ALUMINUM COIN TRAYS 


FOR WRAPPED COIN 
Installed in more than 10,000 


banks since 1922. 
WRITE FOR CATALOG 


ARTHUR C. TAUCK & CO. 
402 Thornden St. South Orange, N. J. 
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permit mechanical sorting by 
branch and by maker. 

“Mechanization,” says Dr. Joseph 
E. Hughes, president, “has enabled 
us to attract and keep people of ex- 
ceptionally high calibre. Our em- 
ployee turnover figure ‘is only 14 
per cent, considerably under the 
average. Mechanization has enabled 
each staff member to handle more 
work—so that last year we were 
able to pay almost twice as much 
in salaries and bonuses as we paid 
in 1947, to a staff only 10 per cent 
larger.” 


Self Inking Stamp Can Be 
Mounted on Ordinary Pencil 


A self inking pocket-size stamp 
designed for use in banks and many 
other types of business has been an- 
nounced by DRI-flo. 

Mounted on the eraser end of an 
ordinary lead pencil the stamp may 
be carried comfortably in the 
pocket. A spring-fitted cover, con- 


taining the ink pad, fits tightly over | 


the marking surface, shielding it 
from outside contact except during 
use. 

In use, the pencil is held in an in- 
verted position and pressed down 
on the surface to be marked. Pres- 
sure forces open the spring cover 


which moves back out of the way to | 


allow the impression to be made. 
Letters or characters incorpo- 


rated in the stamp can be removed | 
and replaced from a large selection | 


of types. A wide choice of colored 
inks is also available. 


DRI-flo is located at 642 East 10 | 
Mile Road, Hazel Park, Mich. De- | 
scriptive literature will be fur- | 


nished upon request. 
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How to make short work 
of long lobby lines 
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With 
Gietzataal Personal Money Orders a 
transaction takes less than 4 minute 


Long lines are a thing of the past at windows that sell Todd 
Register Check Personal Money Orders. This new, simpli- 
fied remittance check can be issued in less than 15 seconds. 
There is nothing for the teller to write—no application form 
for the customer to fill out—no officer's signature required. 
Each customer writes and signs his own Register Check. It’s 
like writing his own personal check. 

Todd Register Checks mean fast service—customer . 
good. will—employee satisfaction—greater profits for your 
bank. They cut bank operating costs on items of this type as 
much as 60%.To get the time-saving, money-making facts, 


mail the coupon below. Do it now. 


THE TODD COMPANY, Inc., Dept. BM 

Rochester 3, N. Y. 

Please give me full information regarding the new Register 
Check Personal Money Orders. 


Se 
Address___ 


ROCHESTER 4 NEW YORK 
SALES OFFICES IN my 6PRINCIPAL CITIES 
= ~ DISTRIBUTORS THROUGHOUT THE WORLD 
BM-10-52 
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Use of This New RayTray 
Makes Lap Posting Easier 


Although the improvements which have 
been made in bookkeeping machines over 
the past forty-odd years have been numer- 
ous and vast, it is only in relatively recent 
years that any real progress has been made 
in solving the problem of getting the forms 
(ledger cards or statements) from the tray 
to the machine and back. 


The advent of trays contained in fire- 
resistant tubs and desks aggravated the 
problem to the point that many bookkeep- 
ers found it expedient to seek their own 
makeshift solution in posting from their 
laps. This resulted in much spilling and 
misfiling of forms, and caused the opera- 
tors considerable discomfort, although less 
than they had endured while employing 
the old method, with its constant turning 
of the head, reaching and body twisting . 


The RayTray shown in the accompany- 
ing illustrations was designed to provide 
the advantages sought by those who re- 
sorted to lap posting, and to eliminate the 
difficulties which they encountered. 


Illustration No. 1 shows the RayTray, 
with a combined check and deposit tray 
and a receiving tray in operating position. 
Two springs, used to hook the RayTray to 
the side of the stand or bottom of the ma- 
chine, hold it securely in position. The 
front edge of the receiving tray rests in 
a groove along the back of the check and 
deposit tray. 

Illustration No. 2 shows this equipment 
in position for a journal paying operation 
or the taking of a trial balance. A “front 
card rest” is attached to the RayTray, 
enabling the operator to simply lean the 
statements forward in the tray as the 
operation progresses. 

Illustrations Nos. 3 and 4 show the op- 
erator. doing a regular job of bookkeeping, 
with the front card rest removed. When 
an account has been posted, the left hand 
removes the form and drops it into the 
receiving tray, while the right hand inserts 
a new form into the machine. There is no 
head turning or body twisting; all action 
takes place directly in front of the opera- 
tor. 

The actual relative position of the ledger 
tray proper makes little difference if this 
method is employed. It may be kept to the 
left of the machine, or it may be housed 
in a fire-resistant desk without the slight- 
est inconvenience to the operator, thereby 
making for considerable elasticity in space 
utilization. 

Additional details may be obtained by 
writing R. A. Phaneuf, Woodtick Road, 
Waterbury 12, Conn. 


As 
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Burroughs Develops New 
Multiple Total Models 


Ease of operation and versatility 
to meet all normal adding and sub- 
tracting requirements of the aver- 
age bookkeeping and accounting 
system were stressed in the new 
multiple total models developed by 
Burroughs Adding Machine Com- 
pany, Box 418, Detroit 32, Mich. 
One of the models, on which pro- 
duction has already begun, has a 
13-column keyboard and will de- 
liver totals up to 99 billion. A new 
“internal memory” system permits 
the machine to handle four sets of 
figures simultaneously. Another 
model has a 10-column keyboard 
and each machine will deliver in- 
stantaneous group as well as grand 
totals. They will also add, subtract 
and print true minus totals without 
extra operations. In addition the 13- 
and 10-column keyboard models, 
a model in each style will be avail- 
able with a wide carriage. 


Punches and Reinforces 


In One Operation | 


A small, compact machine which | 
simultaneously punches and rein- | 
forces holes in loose-leaf sheets ap- | 
pears to be-a most helpful addition 


to a bank’s line of equipment. 


Known as the Target Punch-Re- | 
inforcer, the machine operates | 
quickly and easily. A single depres- 
sion of the hand lever punches and 
reinforces the holes from rolls of 
Specially processed adhesive tape 
contained inside. 

This tape, developed for use in 
the Punch-Reinforcer is of extra 
tough stock. The center of the tape 
is non-adhesive for smoother opera- 
tion. This keeps the working parts 
of the machine free of adhesive and 
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THE AMAZING 


Check Mailer 


HANDIPRINTER 


for imprinting pocket 
checks on bank premises 


PERSONALIZED CHECK PLANS 


—~™ OF ALL TYPES <& 


BOOTH 25, NATIONAL BANK AUDITORS 
AND COMPTROLLERS, MILWAUKEE, WIS. 
OCTOBER 27-30 


Allison 


COUPON 
COMPANY 
Ine, 


IT’S A GOOD IDEA 


. . to advertise for new 
and repeat Time Sales 
business in your Payment 
Coupon Books. You reach 
your best prospects— your 
customers. The cost is small. 
And your message is sure 
to receive the right at- 
tention. 


Inserts, placed in timely 
positions between cou- 
pons, will do the job ef- 
fectively and make your 
Payment Coupon Book an 
invaluable selling medium 
as well as a collection form. 


Samples of what we have done 
for others will be sent upon 
request. Write to head office: 
Indianapolis 6, Indiana. 


CHANGEABLE 
BULLETIN & DIRECTORY 
BOARDS 


and 
DESK NAME PLATES 


Send for illustrated 
literature 


ACME BULLETIN CO. 
37 £. 12 St. N.Y. 3, N.Y. 












provides greater tear resistance. 


The tape is very thin but strong 
and does not protrude after it is 
reinforced, thereby preventing the 
files from becoming cluttered up. 
Eight sheets can be reinforced for a 
little over a penny, making the tape 
one of the few extremely economi- 
cal items on a bank’s supply list. 


A small tray which can be easily 
emptied when necessary, catches 


ACTION! 
in your bank's 
displays gets ac- 
tion for you from 
the public 
Santa Claus 
waves his cap 
and calls atten- 
tion to his mes- 
sage “Join our 
Christmas Club” 
or "'Merry Christ- 

"" as you pre- 
















fer. Santa is 24 


inches high, 
sturdily built, 
finished in many 
brilliant colors 
and will last for 
years. Operates 





on either AC or DC for ten cents a month. the “confetti” produced by the 
This animated Santa is sent prepaid on ap- . 
proval for $14.95. You may want a number punching process. 
after you see these displays. Order now! : ri 
WILLIAM BANK Another interesting and very 


207 Amsterdam Ave., New York 23, N. Y. 





practical feature of the machine is 




























NATIONAL 
BANK. 



























hy don’t you establish 
4 LANDMARK 
in your community? 


These unique clocks are LANDMARKS in New 
York City, Chicago, Des Moines and Boston. 
They revolve continuously, making two complete 
revolutions a minute—2880 a day. 




















Attention-arresting, dignified Bank Advertising 
coupled with CORRECT TIME* as a friendly 
community service night and day. 









We have been manufacturing standard and spe- 
cially designed indoor and outdoor clocks and 
clock systems for more than 65 years. Our experi- 
ence is at your service and we will cooperate, 
gladly, with your architect or engineer. 










This famous landmark 
—the 3-story-high 
four dial Metropolitan 
Life Insurance Co. 
clock was manufac- 
tured by us. 






* Naval Observatory Time 


SELF WINDING CLOCK COMPANY, INC. 


207 Willoughby Ave a 


Brooklyn 5 












that it can also be used as a simple 
punch without the reinforcement by 
shifting a small lever. 


Available in two and three hole 
models, the machine or additional 
information may be obtained from 
the Stationers Supply Corp., 82 
Wall Street, New York 5, N.Y. 
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New Plastic Name Plates thr 
Feature Removable Inserts Cc 
For name plates on grilles and li 
desks which are subject to occa- reg’ 
sional change, Walter E. Kutch ‘yp 
Company, 18229 W. McNichols, De- | teal 
troit 19, Mich., suggests their Model | "" 
A-3 (grille type) or Model A-4 tig! 
(double inserts). Dimensions of the I 
former are 1%” x %4” and they are | ©: 
easily attached to any type of | “W 
grille. The latter are 2”x 11”x %4”. | 4" 


All are made of black plastic, with 
plastic face and highly polished 
edges. Removable name inserts can 
be had in gold on brown or black 
on buff. 


Fire Risk Calculator Gauges 
Survival Chances of Records 
















As part of its direct advertising, 
the Mosler Safe Company, 320 Fifth 
Ave., New York 1, N.Y., is offering 
without charge a unique device 
called the FIRE DANGERater by 
which bank management can tell 
how well its valuable records are 
protected against destruction by 
fire. 

At the turn of a dial, the DAN- 
GERater evaluates 17 important 
risk factors, including size and 
height of structure, occupancy con- 
ditions, floor space, type of equip- 
ment, elevator shafts, stairways, 
drafts, combustibles and nature of 
nearby structures. The fire-hazard 
calculator is based upon the experi- 
ence of protection engineers with 
thousands of fires under all con- 
ceivable conditions. This experience 
has made possible surprisingly ac- 
curate predictions as to how long a 
fire will burn and how hot it will 
get in any type of building. 
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New ‘‘H"’ Type Coin Bag Seal 
Will Not Slip or Come Off 


A new “H” type coin bag seal 
which not only holds the seal in 
position but also gives full and 
complete protection against slip- 
page or removal is now available 
through the E. J. Brooks Company. 

Comparing favorably in weight, 
speed and ease of handling with 
regular solid seals, the new “H” 
type fits bags of all sizes. It cannot 
tear the bag, cannot slip and the 
familiar Brooks “Red Cap” grips 
tight for additional protection. 

Despite the fact that it is easier 
to seal because it requires less pres- 
sure to slide into position, the new 
device cannot be removed from the 
bag without cutting the extra- 
strong Grade A cord. 

Both the “H” type and the well 
known regular solid “Red Cap” 
seals are available from distributors 
in principal cities or direct from the 
company at 177 North 13th Street, 
Newark 7, N.J. 


lawrence Warehouse Company 
Extends Services to Mexico 


Lawrence Warehouse Company, 
San Francisco, Calif., widely 
known field warehousing firm, has 
formed a Mexican corporation to 
make its services available to busi- 
hess men and bankers in that coun- 
try. The new company, known as 
Almacenadora Mexicana, Lawrence, 
S. A., is headquartered in Mexico 
City, with Norman A. Bruce, for- 


merly of New York, N.Y., as its 
manager. 


New Electricity Outlet Device 
Convenient for Bank Machines 


The Wiremold Company, Hart- 
ford 10, Conn., recently announced 
Plugmold 2000, a new multi-outlet 
System designed to accommodate 
the steadily increasing bank use 
of electrically operated business 
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WHAT PRICE 


Who knows what a mis-sort item costs 
a bank? We have encountered instances 
where as many as eighty-five man-hours 
were consumed balbae a check finally 
came to rest in its proper pocket. We 
have heard any number of claims with 
respect to the monthly costs of mis- 
sorts, but we have no way of determin- 
ing the accuracy of such claims. There 
can be no doubt that mis-sorts cost a lot 
of money and, with so many banks now 
studying the subject, we expect to get 
more information that is factual. 


Quite aside from the mis-sort aspect of 
check handling, the questions we often 
ask are “What does it cost to sort checks 
right?” and “How can delays be mea- 
sured when the sorting is done by inex- 
perienced people who just cannot read 
signatures?” For all we know, the delays 
caused by hard-to-read signatures may 
bulk up to a greater expense than the 
mis-sorts themselves. 


One thing we know. Checks buen 
printed names are easier to read an 
therefore easier to sort and easier to file. 


MIS-SORTS ? 


Such checks cost more than checks which 
are not imprinted. The big question, 
therefore, is whether this additional cost 
can be recovered thru faster and more 
accurate handling. At this time we are 
not in position to give the answer, but 
we have several customers who tell 
us without qualification that this extra 
cost actually can be recovered. We be- 
lieve them Leonel we know they have 
made careful studies, but we would hesi- 
tate to make any claims of our own 
because we feel we first should compile 
a more complete experience record. 


What we are in position to answer are 
the questions which arise when a bank 
is contemplating furnishing imprinted 
checks to all accounts. The problems 
of splitting a million checks into ten 
thousand individual orders are relatively 
simple for us because we have encoun- 
tered them before and know how to 
smooth them out. So, if your bank is 
in the process of determining mis-sort 
costs, and is debating the question of im- 
printed checks for all accounts, we offer 
you our experience without obligation. 


Manufacturing Plants at: 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





CURMANCO 


OLIVE GREEN STEEL 


CHECKSORTER 


Busy tellers want this holdout sorter. 
Size Fins 3!/." between each 1%" label 
holder on front. Money back guarantee! 
No. 109—5 DIVIDERS $5.95 
No. 110—8 DIVIDERS $7.95 


== CASHIERS 
mae PAD RACK 


Holds various 
pads, drafts, 
bank checks. 
Every teller 
has use for 
this Pad Rack. 
Used for 
Drafts and 
Right in sight. Takes up 
Order the size you have 


other pads. 
small space. 
pads for. 


GREEN—BROWN OR GRAY 
No. 566—Six Pocket 8”x71/2"x4"—$4.00 
No. —— Pocket 8x91/2"x5/2"— 


.00 
No. 570—Ten Pocket 8“x111/4""x65¢"—7.50 


ORDER BY MAIL 
Check items wanted and attach adv. to letterhead. 


2448 W.L + 
CURRIER MFG. C0. Saint Paul 8 Minn. 





: MAKEEXACT PHOTOCOPIES 


of Mortgages, Deeds, Titles, Blue- 
prints, Contracts, Checks, Etc. 


@ only 5¢ each 


Speed-up Office Procedure in YOUR Bank! 


A TRU-COPY-PHOTE machine is a sound investment 
for your bank. It turns out faithful copies of anythin 
you want duplicated. Simple! ! wires N 

darkroom! NO focusing! NO camera! NO film! There’s 


i need starti .50. 
joney, “short with TRUcOPY PHote. 
Backed LIFETIME GUARANTEE! 

WRITE FOR DESCRIPTIVE FOLDER & PRICE LIST. 


ime, m 
by a 


IF YOU OWN AN OFFSET PRESS—Write for 
data on our burn-in plate making machine. 


GENERAL PHOTO PRODUCTS CO., INC. 


15 SUMMIT AVE. CHATHAM 6, N. J. 


47 





WILLIAM || ag MERs | DESIGNED ESPECIALLY 


EXLINE 


@ Pen Ruled Passbooks 

®@ Machine Posting Passbooks 

@ Savings Passbooks 

@ Commercial Passbooks 

@ Loan Passbooks 

® School Savings Passbooks 

@ End Fold Check Cases 
Top Fold Check Cases 
Personalized Check Cases 

© Tabbed Ledger Cards 
Signature Cards 

© Colored Bristol and Manila 
Thumb Cut Envelopes 

@ Statement Deposit Slips 

@ Bill Straps 

© Coin Wrappers 

@ Money Bags 

© Check Binders 


1270 ONTARIO STREET 
CLEVELAND 13, OHIO 


BANK SIGNS 
PLASTIC - WALNUT - BRONZE 


Custom Made 


Plaques, Honor Rolls, Me- 
morials, Stick-outs, Direction- 
al, Legal Holiday Signs, etc. 


GRILLE PLATE—INSERT TYPE 
Model A-3.. 

Special Plates for grey metal & 
walnut furniture. 


NEXT TELLER PLEASE 


a a oe ~ 
. 


“Largest assortment of plastic desk 
name plates in the world.” 


WALTER E. KUTCH CO. 


18229 W. McNichols Detroit 19, Mich. 








| Edwin H. Mosler, Jr. 


| vice president, 
| president of the Mosler Safe Com- 





machines. Approved by Underwrit- 
ers Laboratories, Inc., the device 
employs a steel channel raceway 


| which can be easily and quickly 


installed on wall surfaces at con- 
venient heights above the baseboard 
or mounted along the edges of work 
counters or desks. It provides elec- 
trical outlets every 30 inches for 
calculators, electric 
cancelling machines, microfilmers, 
readers, etc., eliminating the fire 


|}and accident hazard of a tangled 


skein of loose cords. Closer spacing 


,| is possible where several outlets are 


needed at one point. 

Plugmold 2000 is_ available 
through electrical contractors and 
dealers. The company will provide 


additional information upon re- 
quest. 


Personnel 


J. J. Voelkel, Jr. 
EDWIN H. MOSLER, JR., formerly a 
has been elected 


pany to fill the vacancy created by 
the death of his father, EDWIN H. 


| MOSLER, SR. His is the fourth gen- 


eration of the Mosler family in the 
104-year-old business. HARRY H. 
LYNN has been elected to the newly 
created post of chairman of the 
board. 


JOHN J. VOELKEL, JR., recently 
was elected president of Douglas- 
Guardian Warehouse Corporation 


typewriters, | 








Fill the feed in those sections where it is the 
practice to wrap $20.00 in halves instead of 
the customary $10.00 quantity. They're 

extra WIDE and strong for wrapping all of 
the standard quantities of coins in reg- 
ular packages. Double size package 
N for halves. 1000 to a box. Taper- 
> Sey ed or gummed edges. 


USE A 
‘Sten? &<rR ONG 
= CURRENCY 
... and CASH CHECKS QUICKER 


A handy device that holds a moderate amount 
of bills of varying denominations rendered 
available for quick handling. Makes cashing 
of checks quick and easy. Enameled Aluminum 
Base, 64 inches square. Nickeled posts are 7 
inches high. Counterweight enameled metal. 


| SEE YOUR DEALER 


The €.L. DOWNEY CO. 


CANNED 
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of New Orleans and its affiliate, 
Douglas Public Service Corporation. 
HENRY F. SCHERER was named ex- 
ecutive vice president of Douglas- 
Guardian, and LAWRENCE A. MOLONY 
was named secretary-treasurer. J. 
KAY SIMPSON has been made man- 
ager of the firm’s Chicago office. 


. 


Handy ‘‘Scotch’’ Tape Dispenser 


Portable, compact and extremely 
useful is the new definite length 
“Scotch” tape dispenser shown 
above. 


Marketed by the Minnesota Min- 
ing & Manufacturing Company, the 
six pound dispenser is fast and very 
easy to operate. A single depression 
of the handle at the side of the 
machine dispenses a pre-measured 
strip of tape to the operators 
fingertips. When the handle is re- 
leased and allowed to spring back 
to ready position, the,tape is auto- 
matically cut off cleanly. 

The dispenser can be adjusted 
to meter any length up to four 
inches, beyond that size, repeated 
depressions of the handle, without 
releasing it to ready position, will 


“Going through your allowance each week 
isn't exactly the kind of monetary experience 
we had in mind.” 
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supply the amount of tape wanted. 


Only ten seconds are required to 
load the dispenser which accom- 
modates versatile “Scotch” cello- 
phane and acetate fibre tapes in 
widths of one inch or less. 


Where definite tape sizes aren’t 
needed, the company suggests use 
of its economical weighted desk 
dispenser. 

For more detailed information, 
contact the company at 900 Fau- 
quier Avenue, Saint Paul 6, Minn. 


(58 (5 


Cele) 18 (ae) pile) s 


* Trecdemarts 


Key Cabinets, Filing Cabinet Trays, Desk 
Drawer Inserts, Key Panels for Every Size 
Including Tags, Receipts, Index. Cards, Key 
Envelopes, etc 


P. O. MOORE INC. 
4| E. 22nd St. New York 10, N. Y 





“It's best by test 
for paper- shredding: 
we've standardized on Shredmaster” 


oe reports The Todd Co., Inc., leading producers of precision 
equipment and safety forms for financial institutions. 


‘We decided to standardize upon SHREDMASTER 
after exhaustive study and actual production 
tests of other makes. The type of shred produced 
by the SHREDMASTER is the best we have seen, 
and there is no difficulty in disposing of our entire 
output for high-class packaging purposes. The 
production claims you made for these machines 
have been proved by actual records.” 


JoHN E. BERTSCHE 
Director of Purchases 
The Todd Company, Inc. 


Only SHREDMASTER offers all these valuable features: 


Cuts conttantiol records into unread- a a maintenance . . . needs no 

able shreds . . . quickly, easily. . oy — under normal constant 

Saves tearing, aide or about 14 years. 

@ Turns waste into profit. Shredded 
material can be sold for high-grade 
packaging. 

@ Gray finish harmonizes with other 
office equipment. 


Works quietly, without litter or dust. 


. all moving parts 
. complete safety 


Safe to ee. 
enclosed . 
devices. 

Anyone can operate it... 
switch control. 


simple 


“Senior” Table Model Shredmaster 324%4" x 25” x 19%" 
also available: “Junior” Table Model 1414” x 16" x 12” Weight: 
52 Ibs. Heavy-duty Floor Model 49” x 22” x 47” W eight: 800 ibs. 


| 205A Willoughby Ave., Brooklyn 5, N. Y. 
SHREDDING MACHINES 


a product of —The Shredmaster Corporation, 


Please send literature. 


| Name 
Division of Self Winding Clock Company 
i Company 





; Street 


For complete information, mail this coupon today. 


Reece cs as eres aserenapa! 


> 
. 





RANDALL GILBERT, president of the Federal Reserve Bank of 
Dallas, poses for the photographer with P. B. Garrett (center), 
president of the Texas Bank & Trust Co., Dallas, and the latter’s 
new exhibit of foreign currency. Sixty-five countries are repre- 
sented in the exhibit, which is housed in two circular display cases— 
one for each hemisphere. Outline maps sketched on the plastic 
coverings of the displays help the viewer to place the various coun- 
tries geographically and an attached schedule gives the dollar value 

of each currency displayed. 





will find this institution especially 


well equipped to handle their Chicago accounts 
promptly and efficiently. Our complete facilities 


are at your disposal. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


Time Will Tell 


Snugly tucked away in a safe 
deposit box at the Cedar-Center 
Office of the Central National Bank 
of Cleveland is an eight-day clock 
which ticked off a considerable 
number of -hours after it was “de- 
posited.” The precise length of time 
that the ticking. ‘continued is the 
subject of a lot of conjecture among 
the members of the Men’s Club of a 
neighboring Community Temple. 

The Club wished to contribute a 
share of the cost of a projected 
building enlargement, and _ the 
members were invited to suggest 
ways of raising the needed funds, 
A guessing contest was decided 
upon, with the customary charge 
for each guess and a prize for the 
winner. The clock became the sub- 
ject of the contest, and the prize 
will go to the participant who does 
the best job of guessing the time at 
which it stopped. As part of the 
launching ceremonies, Branch Man- 
ager Charles P. Lamb wound the 
clock, which will remain in the box 
until the prize is awarded next 
March. 


How Banks Can Sell U. S. Way 
Subject of Leo J. Murphy Book 


A Treatise on the Free Enterprise 
System and How It Can Be Sold 
Through the American Banks is 
the rather com- 
prehensive _ title 
of an unusual 
work by Leo J. 
Murphy _.assist- 
ant cashier and 
assistant public 
relations director 
of The San Fran- 
cisco Bank, San 
Francisco, Calif. 
Undertaken “in 
partial fulfil- 
ment” of the requirements of the 
School of Financial Public Rela- 
tions conducted by the Financial 
Public Relations Association on 
Northwestern University’s Chicago 
campus, Mr. Murphy’s 94-page 
booklet brings together under one 


Leo J. Murphy 
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cover a wealth of data on a subject 
in which most of us are vitally 
interested. 


Although most of the material has 
general application, Mr. Murphy 
lists some of the outstanding 
achievements of banks and bankers 
in support of the American way and 
gives ten reasons why banks should 
actively sell our system. The booklet 
also contains 20 specific suggestions 
for local banks. 


A number of public relations case 
histories in free enterprise, gathered 
over a period of years by Public 
Relations News, New York, N.Y., 
together with reproductions of ef- 
fective advertisements, comprise 
about a third of the book. A bib- 
liography of source material, in- 
cluding excerpts from the Con- 
gressional Record, conclude the 
work. 


The booklet can be purchased for 
$1 from the Financial Public Rela- 
tions Association, 231 South LaSalle 
St., Chicago, I]1. 


Directors of the First Nationai 
Trust and Savings Bank of Santa 
Barbara, Calif., recently elected 
WILLIAM K. SERUMGARD president of 
the institution. WERNER EDMONDS, 
Mr. Serumgard’s predecessor as 
president, has been made chairman 
of the executive committee. 


JAMES S. REID, formerly associated 
with Acacia Mutual Life Insurance 
Company, has joined the Hamilton 
National Bank, Washington, D. C., 
as assistant trust officer. 


The First National Bank of Port- 
land (Ore.) has announced the pro- 
motion of B. C. PINCKNEY, Manager 
of The Dalles Branch, to the posi- 
tion, of assistant vice president. 
J. T. MCNAUGHT, formerly assistant 
manager of the branch, has been 
advanced to manager. 


Northwestern National Bank, 
Minneapolis, Minn., recently an- 
nounced the election of RICHARD 
NAUMANN and RALPH CLOUTIER as 
assistant cashiers. 


Citizens National Bank of Chi- 
cago has promoted ROBERT J. KREPS 
and HUGO C. GRECO to assistant cash- 
ier and manager of the credit de- 
partment and _ assistant. cashier, 
respectively. 
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MR. BANKER 


punter Checking Service 
" With complete audit control via 
your window posting machines 


Write For Samples 


FILING EQUIPMENT BUREAU 


INCORPORATED 
27 MELCHER STREET - BOSTON, MASSACHUSETTS 


Newark Hartford Springfield 





The Escanaba National Bank, Es- 
canaba, Mich., established in 1892, 
recently celebrated its sixtieth an- 
niversary. The occasion was marked 
by local newspaper advertising 
which invited customers and public 
alike to visit the bank during the 
week of August 11 to 15, inclusive, 


to receive a souvenir. A feature of NATIONAL 
the celebration was a money guess- INCOME SERIES 


ing contest with a substantial cash 
prize. A MUTUAL INVESTMENT FUN 


ALFRED H. HOWELL, formerly an 
assistant trust officer of the City 


Bank Farmers Trust Co., New York, Pr te ¥$5.38 per share 


: Prospectus on request from 
N.Y., has been named an assistant your investment dealer or 


vice president. 


NATIONAL SECURITIES & 
RAYMOND W. JONES, formerly a RESEARCH CORPORATION 
trust officer of the Central National 120 OE omy mtn 5, WY. 
Bank & Trust Co., Des Moines, Ia., Please send Prospectus of this Fund to 
has been elected a trust officer of 
First Wisconsin Trust Co., Mil- 
waukee, Wis. ROBERT N. BELL has 
been promoted to assistant trust 


officer. 


First Portland National Bank, 
Portland, Me., has made MoRRIS A. 
DENSMORE and FRANK N. STROUT as- 
sistant trust officers. 





Frederick Becker Harvey H. Eich 


FREDERICK BECKER and HARVEY H. 
EICH have been appointed vice 
presidents of Manufacturers Trust 
Company, New York, N.Y. SEBAS- 
TIAN J. DISTLER and EUGENE J. ULL- 
RICH have become assistant secre- 
taries. WILLIAM H. LYON, formerly 
associated with the investment 
banking firm of Shields and Com- 
pany, has joined the bank as an 
assistant treasurer. 


CHARLES H. SEMPLE, formerly as- 
sistant secretary, has been named 
trust investment officer of the Citi- 
zens Fidelity Bank and Trust Com- 
pany, Louisville, Ky. JOSEPH H. DUR- 
HAM, formerly Louisville represen- 


tative of Blyth & Company, New 
York investment banking firm, has 
joined the bank as an investment 
trust officer. 


CHARLES A. HART, a Portland at- 
torney, was recently elected a di- 
rector of the United States National 
Bank of Portland, Ore. 


ROBERT G. GOELET, New York 
realtor, has been elected to the 
board of directors of Chemical Bank 
& Trust Company, New York. 


HARRY F. TUBERGEN, JR., has been 
elected comptroller and auditor of 
the Merchandise National Bank of 
Chicago. 


M. C. HOOK, JR., and JOHN F. WIL- 
KINSON, former assistant vice presi- 
dents, have been named vice presi- 
dents of Mercantile Trust Co., St. 
Louis, Mo. 


CHESTER R. LEABER has been ap- 
pointed assistant vice president of 
the National City Bank of New 
York. DANIEL D. DICKEY has been 
promoted to the post of assistant 
cashier. 





AUSTRALIA ann NEW ZEALAND 5 


Following the merger of Bank of Australasia and The 
Union Bank of. Australia Limited there are now over 
700 branches and agencies of Australia and New 
Zealand Bank Limited throughout Australia and New 
Zealand, in Fiji, and in London, equipped to offer 
overseas agents every banking facility, and specializ- 
ing in the supply of economic and commercial infor- 


mation. 


Total Assets exceed £A400,000,000 
Principal Office for Australia and New Zealand: 
394 COLLINS STREET, MELBOURNE, AUSTRALIA 
Principal Office in New Zealand: LAMBTON QUAY, WELLINGTON, NEW 


ZEALAND 
Head Office: 71 CORNHILL, LONDON, €E.C.3 
Over 700 Branches and Agencies to serve you‘ 


Carl F. Wente Robert Lindquist 


CARL F. WENTE was the unanimous 
choice of the directors of the Bank 
of America for the office of presi- 
dent of the bank, to succeed L. mM. 
GIANNINI, recently deceased. Mr. 
Wente had entered semi-retirement 
three years ago, relinquishing his 
post as senior vice president, but 
continued as a director and member 
of important committees. 


Public relations and business de- 
velopment activities of Harris Trust 
and Savings Bank, Chicago, will be 
the responsibilities of ROBERT LIND- 
QUIST, recently elected vice presi- 
dent of the bank. Mr. Lindquist 
went to Harris Trust from the La- 
Salle National Bank of Chicago, 
where he served in a similar ca- 
pacity. He is chairman of the Public 
Relations Council of the American 
Bankers Association and a _ past 
president of the Financial Public 
Relations Association. 


The First National Bank of Osh- 
kosh, Wis., recently marked its 
100th anniversary with an attrac- 
tive 14-page brochure outlining the 
history of the institution and the 
community it has served since 1852. 
The First National began business 
as the Darling, Wright, Kellogg and 
Company’s private bank. It became 
a state-chartered institution in 1857 
and in 1863, when the National 
Banking Act was passed by Con- 
gress, it received federal charter 
No. 218. During the bank’s lifetime 
to date, Oshkosh has grown from 
a pioneer settlement of lumber men 
to one of Wisconsin’s major in- 
dustrial cities. The “sawdust capital 
of the world” is now “home” to 
many large metal working in- 
dustries. 


HENRY HICKMAN has been named 
an assistant cashier of the Mercan- 
tile National Bank, Dallas, Tex. 
JOHN DEAN SMITH has been ap- 
pointed as assistant trust officer. 
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Jack G. Lawrence John M. McCoy 


JACK G. LAWRENCE, formerly vice 
president of the San Angelo Na- 
tional Bank of San Angelo, Texas, 
has joined the Texas Bank & Trust 
Company, Dallas, as vice president 
and senior loan officer. JOHN M. MC- 
coy has been promoted from as- 
sistant vice president to vice presi- 
dent in charge of real estate and 
construction loans. 


RUSSELL F. MC NEILL, manager of 
the Gresham Branch of the First 
National Bank of Portland, Ore., 
has been advanced to the position 
of vice president of the bank. JOHN 
L. WIRTZ, former assistant cashier 
at the Gresham Branch, succeeds 
McNeill as its manager. EUGENE D. 
THORNDIKE, manager of the Medford 
Branch, also has been promoted to 


vice president. He has been suc- 
ceeded as branch manager by C. E. 
HEDBERG. RAY SORENSON has been 
made assistant manager of the Med- 
ford Branch. HENRY G. ROSEN, former 
operations officer, has been elected 
assistant cashier of the bank. 


Peoples First National Bank & 
Trust Co., Pittsburgh, Pa., has pro- 
moted JOSEPH R. AMRHEIN to assist- 
ant secretary. 


Gen. G. F. Doriot E. H. Bird 


GENERAL GEORGES FREDERIC DORIOT, 
president and director of the Amer- 
ican Research and Development 
Corporation, and E. H. BIRD, execu- 
tive vice president of the Eastern 
Gas & Fuel Associates, have been 
elected directors of The National 
Shawmut Bank of Boston. 


Strengthen 
Your Bank's 
Position .. . 


each week by keeping in touch with 
your best prospects and customers 
by sending them 


IMPACT 


the weekly economic digest. 
PACT analyzes business eho 
translates them into concise reports 
backed by facts and figures. Sent out 
over your bank name, IMPACT 
creates confidence . . . opens doors 

. . Strengthens vital business rela- 
tionships. We would be pleased to 
send you complimentary copies of 
the next few issues. 


Impact is published by 


BUSINESS NEWS ASSOCIATES 


INC. 
53 Broadway, New York 6, N. Y. 





The whole apple is YOURS! 


YOU GET THE ENTIRE COMMISSION ON 
NATIONAL CITY BANK TRAVELERS CHECKS 


When you sell NCB Travelers Checks nobody takes “a 
bite” out of your commissions. You do not have to share 
them with anybody else. 


You get it ALL—75¢ per $100. 


The sale of NCB Travelers Checks is a banking trans- 
action all the way through. They are sold through BANKS. 
They are backed by a BANK—the National City Bank of 
New York. If they are lost or stolen, your customer gets a 
refund in full from the National City Bank of New York. 
They are advertised nationally in behalf of banks. Every 
advertisement directs prospective purchasers to banks, 
with these words, “BUY THEM AT YOUR BANK”. 


NCB Travelers Checks are safe, spendable everywhere 
for anything that money can buy. Recommend them to 
your customers. 


OF NEW YORK 


First in World-Wide Banking 


55 Wall Street, New York 15, N. Y. 
Member Federal Deposit Insurance Corporation 
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War I 
Efficiency, Convenience and Comfort Feature Fort Worth National’s New Home. to civ 


Efficiency, convenience and comfort for the cus- floor provide all tenants with outside space. The en- of we 
tomer, the employee and executive staff are the out- tire building is completely air-conditioned, Summer _— 
standing features of the new 15-story office building and Winter, with individual controls in all offices. the a 
home of The Fort Worth National Bank, Fort Worth, Following modern design, there is no grillwork or | Y°™* 
Texas. The banking quarters, consisting of the first other above-counter separation between customers the K 
three floors of the building, conform to the ground and personnel in the block-long line of teller win- the 
floor area of 27,500 square feet. Most of the two base- dows in the main banking room. Easy access from the evide 
ment floors of like footage are also occupied by the main room to all other departments directly con- 0 be 
bank. cerned with customer service is an architectural fea- | P*' © 

The balance of the structure, occupied by 75 ten- ture. Flow of work to and from all banking floors is Th 
ants, is in the shape of a huge “T,” running 200 feet in quickly and efficiently accomplished by automatic _ 
length and 58 feet in depth. Cutbacks above the third electric check lifts. is 

ees ; Sates ; Cath 
ROGER E. ANDERSON, FRANK E. 4 S busi! 

BAUDER and ROBERT A. SHARPE, form- ; City 

erly assistant cashiers, have been . a : man 

elected second vice presidents of ; X Br, The 

the Continental Illinois National Preferred and ’ supp 


Bank and Trust Company of Chi- Common Stock Dividends Banl 
cago. GEORGE S. CLOUGH has been pler 


; ‘ The Board of Directors of 
made an assistant cashier. Safeway Stores, Incorpor- worm 


ated, on August 26, 1952, Hild 

. : declared the following 

The Bank of America, San Fran- quarterly dividends: 
cisco, Calif., has promoted E. w. 60¢ per share on the ings 
WAKEFIELD and JOSEPH F. VASQUEZ $5.00 par value Com- mar 


tary 


“Spendum More Money!” 


= : ‘ oe mon Stock. F 

Arizona’s per capita retail to assistant vice presidencies. $ un 
a t 1.00 per share on the . 

sales tripled between 1940 oe 


2 4% Preferred Stock. 
and 1950, from $346 to The Central National Bank of $1.12. per share on B 


$1,036, to top the national Cleveland, O., has announced the the 41/,% Convertible run 
average of $927 by 12%. appointment of CHARLES G. BURCH- Preferred Stock. spor 


Another indication of the ARD, MORRIS J. HARTMAN and HAROLD | These dividends are pay- 


, able October 1, 1952 to Sor 
growth and importance of W. PARSONS as vice presidents. | stockholders of record at four 
Arizona’s economy. 


the close of business Sep- whi 


’ © tember 10, 1952. 
4 be 
SERVING ALL ARIZONA The First National Bank in Dallas BE MILTON L. SELBY, Secretery in 


VALLEY NATIONAL BANK has appointed WILLIAM DEWEY August 26, 1952 maj 


PRESLEY and WILLIAM W. FAIR, JR., Fi — the 

THERT sg two ° F Fi CEs assistant trust officers. Both men are ee rep! 
Home Office — Phoenix, Arizona “I ’ 

newcomers to the bank, Mr. Pres- thir 

SemSER FEDERAL SEPSSIT moveance ConreRATON ley having been a special agent in 
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Dallas for the F.B.I., and Mr. Fair 
having been associated with a Dal- 
las firm of housing engineers. 

WELDON M. JONES advanced from 
assistant vice president to vice 
president of the Valley National 
Bank, Phoenix, Ariz. 

CHARLES S. CONKLIN, former 
auditor of The First National Bank 
of Atlanta (Ga.) has been made a 
second vice president. J. WATSON 
BUSBY has been promoted to assist- 
ant cashier. 

WILLIAM A. SPAUGH has been ad- 
vanced from assistant vice president 


to vice president of the Ameriean | 


Security & Trust Company, Wash- 
ington, D.C. 


Number of Women in Banks 
Increasing, Survey Reveals 

For several years following World 
War II, when service men returned 
to civilian occupations, the number 
of women employed in banks de- 
creased. Between 1945 and 1948, 


the average ratio was 45 per cent | 


women to 55 per cent men. Since 
the Korean conflict began, however, 
the prewar trend is again in 
evidence: today’s ratio is estimated 
to be 55 per cent women and 45 
per cent men. 

These ratios were disclosed in a 
survey by the Association of Bank 
Women, the results of which were 
set forth in detail in an article by 
Catherine S. Pepper of, the new 
business department of the National 
City Bank of New York and chair- 
man of ABW’s research committee. 
The article was distributed as a 
supplement to a recent issue of The 
Bank Woman. Included in the sup- 
plement were aé_ tabulation of 
women bank officers prepared by 
Hilda M. Hoffman, assistant secre- 
tary and statistician, Bowery Sav- 
ings Bank, N.Y., and a general sum- 
mary of findings by Dorothy R. 
Funck, assistant vice president of 
the Irving Trust Company, N.Y. 


Bank positions held by women | 


run the gamut of institutional re- 
sponsibilities and assignments. 


Some 1,400 women, the researchers 
function as bank directors | 


found, 
while the total number of women 
bank officers was 7,400. With the 
majority of banks. particularly in 
the southern tier of states, women 
represented from one-half to two- 
thirds of the staffs. The overall per- 
centage of women employed by 
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banks ranged from 28 per cent to 
85 per cent. 

Although the number of women 
holding supervisory positions was 
relatively small, the general type of 
these positions varied widely. More 
recent supervisory appointments 
seem to be concentrated in mortgage 
and real estate, investment, per- 
sonnel, consumer credit, special 
checking and new accounts depart- 
ments. 

Relatively few women, the sur- 
vey disclosed, were taking advan- 
tage of opportunities to complete 


courses in banking subjects at the 
American Institute of Banking or 
local universities. The Bergen 
County (New Jersey) Chapter of 
AIB reported, for example, that 
although more than half its students 
were women this group usually 
completed an average of only four 
subjects. 

With respect to the outlook for 
women in banking, comments were 
summarized as “optimistic.” The 
survey indicated, in the opinion of 
Miss Pepper and her ABW asso- 
ciates, that old prejudices are 
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steadily being broken down, espe- 
cially in the matter of appointing 
women to official bank positions. 


It Rains Good Will 


The first day this umbrella stand 
was in operation, thirty-five of the 
umbrellas were borrowed by the 
people of Knoxville, Tenn., and all 
but three of them were returned 
the same day to their owner, the 
Bank of Knoxville. Of these three, 
one was later returned by an em- 
ployee and another was found hang- 
ing on the front door the next morn- 
ing. 

About a week later, John C. Cox, 
president of the bank, dropped by to 
see the bank’s attorney and found 
him visiting with the postman. In 
response to the attorney’s inquiry 


regarding the number of umbrellas 
returned, he said that only one was 
missing. That one, it developed, was 
in the postman’s locker at the post 
office. Mr. Cox told the postman to 
keep it, adding, “If I could get all 
the postmen in town to carry our 
umbrellas, it would be good ad- 
vertising.” 

The second day of operation all 
but four of the umbrellas were re- 
turned. A customer returning one of 
these four said it had served six 
people since he had borrowed it. 
The score following two and one- 
half months of operation: four um- 
brellas missing. 

The stand, says Mr. Cox, was de- 
signed by his building manager and 
is made of a good grade of ma- 
hogany. Thirty umbrella slots are 
fitted into a removable frame, each 
slot having a metal down spout 
which leads to a water pan in the 
bottom of the stand. 


The umbrellas are of the best 
quality and normally retail for 
$7.50, but are obtainable at whole- 
sale for $3.45. The total cost of the 
installation, which included fifty 
umbrellas, was $475. Mr. Cox feels 
the advertising value of the um- 
brellas is such that the bank could 
well afford to replace $500 worth of 
umbrellas a year. 

That such an expenditure will be 
necessary is highly unlikely, de- 
spite the traditional forgetfulness of 
borrowers of umbrellas, for silk- 
screened in three different places on 
each of these is the message, “I am 
borrowed from that Friendly Bank, 
Bank of Knoxville.” That does it! 


CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 


Nov. 10-11—Regional Savings and Mortgage Conference, Hotel Nicollet, Minneapolis, 


Minn. 


Nov. 13-14—Mid-Continent Trust Conference, Adolphus Hotel, Dallas, Tex. 
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There'll 
always be 
a cookie jar 


Keeping cookies in the house goes 
along with our belief in education, 
decent clothes, proper medical and 
dental care. All part of the American 
way of life, the highest standard in 
the world, but occasionally making 
stiff demands on pocketbooks. 


That’s when a Beneficial Loan can 
be helpful—by providing a way to 
bridge the gap between paydays 
without entailing family sacrifice. 


The more than 700 offices of the 
BENEFICIAL LOAN SystTEM in this 
country and Canada make personal 
loans for worthy purposes — repay- 
able in monthly instalments out of 
income. They are helping to keep 
the cookies in the cookie jar. 


A Beneficial Loan is for 


a beneficial purpose. 


~ Woan” 
WILMINGTON, DELAWARE — 


Subsidiary loan companies operate under the following names: PERSONAL FINANCE COMPANY 
COMMONWEALTH LOAN Co. ... LINCOLN LOAN CORPORATION... WORKINGMEN’S LOAN ASSOCIATION, INC. ... BENEFICIAL FINANCE CO. 
CONSUMERS CREDIT COMPANY... PROVIDENT LOAN AND SAVINGS SOCIETY OF DETROIT 





astest 

combination for 
checking accounts... 
Walional s 


Unit Plan! 


The neatest statement and ledger you’ve ever seen! 


gives you 5 advantages each day you use it! 


1. simplicity 
Machine operation can be learned in a few mi 
utes, sharply reducing operator training tim 
When statement-ledger is placed on the automati¢ 
printing table, 8 important steps are performed 
automatically. 


2. neatness 


Statements-ledgers and journals are posted si 
multaneously—all in original print. No carbo 

needed. Uniform printing at all times assures 
neat, accurate statements which build good will. 


3. speed 


By actual and repeated tests, this National Com- 
bination has proved itself to be 25% to 50% 
faster, depending on the method it replaced. 


4. control 


Dates under lock-and-key, plus automatic over 
draft detection, provide control not available 
with any other machine. Entries on statements 
and ledgers are always identical. 


5. economy 


With this combination you use less costly jour 
nals . . . get faster and better form alignmen 
. . neater and more legible records . . . more 


The National Machine with check-and-deposit feeder that uniform ribbon printing at less ribbon cost . . ; 


produces statements 25% to 50% faster than other methods. greater machine life . . . ALL at a big saving o 
time and money! 


What your National does automatically, the operator cannot do wrong! 


* Feeds checks and deposits into view for posting * Accumulates and prints check count 

* Injects the form to proper posting line * Corrects posting errors, adjusting affected totals 
* Selects the proper columns simultaneously with 

* Spaces the form for multiple postings single key depression 

* Detects overdrafts the instant they occur ‘  % Ejects form when 

* Prints checks and overdrafts in red, deposits in black balance is printed 
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